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m n 
¥ 
BEN•E•FI·CIA•RY (beneficiary) n. 1: IN•VEST (invest) u.t. 1: to make use of 
pertaining to charity. 2: a person or orga-
nization receiving a benefit. 
CHAR•I•TA·BLE GIFT AN•NU•ITY 
(charitable gift annuity) n. 1: an invest-
ment that produces lifetime income for 
the donor and any beneficiaries, often at 
a rate far beyond what many commercial 
investments can provide in today's mar-
ket. 2: an investment in the future of 
the charitable organization of the donor's 
choice. 
A charitable gift annui ty is an investment that can 
provide,ubstantial benefits for you, for your benefi-
ciaries and for the Carlson School. Payment can be 
immediate or deferred until retirement. You receive 
an immediate tax deduction as well as some tax-free 
income. After the income payment obligations of 
your gift have been fulfilled, the remainder of your 
gift will be directed to the area or programs at the 
Carlson School you have designated. 
for future benefits or advantages. 2: to 
commit (money) in order to earn a finan-
cial return. 
Single Life Plan Two Life Plan 
Age Rate* Younger Older Rate* 
age age 
50 6.5% 47 50 6.3% 
60 7.0% 55 60 6.5% 
70 7.8% 68 70 7.0% 
80 9.6% 77 80 8.0% 
90 12.0% 85 90 10.0% 
*Rates are commensurate with the age(s) of the 
donor and beneficiary and are established by the 
Committee on Gift Annuities. 
Consider establishing a charitab le gift annuity- it's a 
wise investment in the future of those you care for 
and in an organization that contributed to your suc-
cess and the success of others. For more information, 
call Don Taylor, Carlson School Director of Individ-
ual Giving, at (6 12) 626-7104. 
Associates Program 
Members of the school's corpo-
rate giving program include 
the following companies. 
Associates 
ADC Telecommunications, 
Inc. 
American Medical Systems, 
Inc. 
Boker's Inc. 
Cargill, Inc. 
Dain Bosworth, Inc. 
Damark International, Inc. 
DowBrands, Inc. 
Ecolab Inc. 
General Mills, Inc. 
Golden Valley Microwave 
Foods, Inc. 
Hall Kelley, Inc. 
Holden Business Forms 
Company 
Honeywell Inc. 
IDS Financial Services Inc. 
Jacobs Management 
Corporation 
Medtronic, Inc. 
Minnegasco, Inc. 
Minnesota Mutual Life 
Northern States Power 
Company 
Remmele Engineering, Inc. 
Residential Funding 
Corporation 
Rollins Hudig Hall of 
Minnesota 
Sullivan Waldera, Inc. 
Contributing Affiliates 
Cardiac Pacemakers, Inc. 
Ceridian Corporation 
Champion International 
Corporation 
Cherry Tree Ventures 
H.B. Fuller Company 
The Gillette Company 
Macy's West 
Mayo Clinic 
Pentair, Inc. 
Pillsbury/Grand Metropolitan 
Tennant Company 
US West Communications 
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FROM THE DEAN 
Pierson Grieve is new chair of Carlson 
School Board of Overseers 
The Carlson School's Board of Overseers, with 40 of the region 's most influential business leaders as mem-
The leadership bers, had a change in its leader-
ship this summer. Pierson M. 
of the school's "Sandy" Grieve, chairman and 
CEO of Ecolab Inc. , accepted the 
board has position upon the resignation of 
Winston Wallin, chairman of 
changed with Medtronic, Inc., who has taken on 
the resigna· 
lion of Win 
Wallin, '48, 
who has 
accepted a 
one-year 
assignment 
as Special 
Advisor to 
University 
President Nils 
Hasselmo 
new advisory responsibilities at 
the University. 
Win has been appointed Spe-
cial Advisor to University Presi-
dent Nils Hasselmo to assist in 
formu lating a plan to strategically 
resolve issues with the Univer-
sity's Health Sciences program. 
Given the tremendous time com-
mitment required in this position, 
Win felt that he needed to resign 
as chair of the school's board. 
Fortunately for us, he will con-
tinue on as a board member. 
A 1948 graduate of the Carlson 
School, Win had been chair of the 
Board of Overseers since the 
spring of 1992. His leadership was 
extremely valuable to me during 
the 18 months he served as chair, 
as the school developed a new 
five-year strategic plan, rede-
signed the MBA program, and 
strengthened its linkages with the 
business community. Win consis-
tently provided invaluable advice 
on these activities and I have 
appreciated his perceptions, wis-
dom and dedication to the schoo l. 
BY DEAN DAVID KIDWELL 
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Pierson Grieve, chairman and 
CEO of Ecolab, is the new chair 
of the Carlson School Board of 
Overseers. He spoke about 
international business as the 
keynote speaker of Business 
Day this spring, concluding his 
remarks in Spanish. 
It is not surprising that Win 
was tapped by President Hasselmo 
for the University post. It's a good 
illustration of the caliber of indi-
viduals on the school's board, and 
our new chair is no exception. 
Sandy Grieve, who has held 
the top post at Ecolab for a 
decade, has been on the Carlson 
School 's board for seven years. 
He is very interested in and 
involved with the school, and has 
worked with me on board issues 
and on strategic direction ever 
since I became dean. 
Sandy, who is a very active 
participant in the business, educa-
tional and social service commu-
nities, was recently awarded the 
Archbishop's Outstanding Service 
Award from Catholic Charities for 
helping to raise $3.3 million to 
build the new Dorothy Day Center 
in St. Paul. He has been a board 
member of the Kellogg Graduate 
School of Management at North-
western University, where he 
graduated with a BA in 1950. 
He also serves on the boards of 
Norwest Corp., The Saint Paul 
Companies, US West and Mered-
ith Corp., and is a board member 
and former chair of both the 
Guthrie and the Minnesota Busi-
ness Partnership. 
St. Paul-based Ecolab ranks 
357th among Fortune 500 indus-
trial corporations, with about $ 1.8 
billion in revenues and over 
12,000 employees (including its 
European joint venture). Sandy, a 
native of Flint, Michigan, began 
hi s leadership post with Ecolab 
after 14 years as chairman and 
CEO of Questor Corp. of Toledo, 
Ohio. 
You can fmd a complete list of 
the members of the school 's 
Board of Overseers on the next 
page. It's an impressive list-in 
fact, the school 's board has been 
recognized as one of the most 
powerful boards in the state. I 
enjoy working with this group and 
am confident that, under Sandy's 
leadership, it will continue to 
serve the school well. MMR 
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Board of Overseers 
Pierson M. Grieve ** 
Chairman & CEO, Ecolab Inc.; 
Chairman, Carlson School 
Board of Overseers 
Anthony L. Andersen ** 
Chairman & CEO, H.B. Fuller 
Company 
Russell M. Bennett * 
Principal, Gray Plant Mooty & 
Bennett, P.A. 
Coleman Bloomfield 
Chairman & CEO, Minnesota 
Mutual Life Insurance Co. 
Robert E. Buuck ** 
Partner, Medical Innovation 
Partners 
Thomas A. Bystrzycki ** 
Exec. V.P., Mass Markets & 
Operations, US West 
Communications 
Curtis L. Carlson * 
Chairman, Carlson 
Companies, Inc . 
Jack W. Eugster 
Chairman & CEO, 
The Music/and Group Inc. 
Luella G. Goldberg 
Director, The NWNL Cos. & 
TCF Bank, F.S.B. 
James T. Hale * 
Sr. VP., General Counsel, & 
Secretary, Dayton Hudson 
Corporation 
Roger E. Handberg * 
Exec. V.P., Ceridian 
Corporation 
James C. Hays ** 
Chairman & CEO, Rollins 
Hudig Hall of Minnesota 
Vernon H. Heath** 
Chairman, Rosemount Inc. 
Bruce Hendry ** 
Chairman & CEO, Minnesota 
Brewing Co . 
William A. Hodder 
Chairman, President & CEO , 
Donaldson Company, Inc. 
James J. Howard 
Chairman & CEO, Northern 
States Power Co. 
Lloyd P. Johnson 
Chairman of the Board, 
Norwest Corporation 
Richard L. Knowlton ** 
CEO, Hormel Foods 
Corporation 
Duane R. Kullberg ** 
Retired CEO, Arthur Andersen 
&Co. 
Connie Levi 
President, Greater Mpls . 
Chamber of Commerce 
H. William Lurton 
Chairman & CEO, Jostens, Inc. 
Thomas F. Madison * 
Retired President-Markets, US 
West Communications 
Elizabeth A. Malkerson ** 
Sr. V.P., Corporate Relations, 
First Bank Systems, Inc. 
Gerald M. Mitchell ** 
Vice Chairman, Cargill, Inc . 
Glen D. Nelson, M.D. * 
Vice Chairman, Medtronic, 
Inc . 
S. Paul Oliver 
President, Grand Metropolitan 
Foodservice, Inc. 
Dale R. Olseth ** 
President & CEO, Bio-Metric 
Systems, Inc. 
*University of Minnesota alumni (degree or significant coursework) 
**Carlson School alumni (degree or significant coursework) 
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Charles W. Oswald 
Chairman & CEO, National 
Computer Sy terns, Inc . 
James J. Renier 
Chairman of the Executive 
Committee, Honeywell Inc. 
S. Walter Ridhey * 
President & CEO, Space 
Center Company 
Terry Saario 
President, Nqrthwest Area 
Foundation 
Curtis R. Saf11pSon ** 
Chairman, President & CEO, 
Communications Systems, Inc . 
L. J. Schoenretter ** 
V.P., Logistics, 3M 
Gary H. Ste~ 
President, Federal Reserve 
Bank of Min tapolis 
Jeffrey E. Stiefler 
President, A 1 erican Express 
Company 
John G. Turner** 
President & CEO, The NWNL 
Companies !he. 
Robert V ana ek * 
President, Mtnnesota High 
Technology qouncil 
James D. Watkins ** 
President & COO, Diversified 
Products Co11panies 
Winston R. Wallin ** 
Chairman, Medtronic, Inc. 
Michael W. Wright* 
Chairman, President & CEO, 
Supervalu In~. 
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CURT SAMPSON 
Connecting the world 
from Hector, Minnesota 
''You can't go home again," 
wrote Thomas Wolfe, but 
Curtis Sampson, CEO of 
Communications Systems, 
Inc. and Hector Communications Corp. , 
has disproved Wolfe's maxim. He went 
back home to Hector, Minnesota, and 
made a fortune in the process. 
Some might claim that Curt never 
really left home, except to attend business 
school at the University of Minnesota. 
And at first, it seemed that he wouldn't be 
able to afford to leave and go to college. 
At that time, in 1951, Curt 's parents, 
Selmer and Sophie, were three years into 
a greenhouse business they had started. 
"That was a pretty meager business in a 
town like Hector [pop. I ,200; 90 miles 
west of the Twin Cities]," says Sampson, 
third-youngest of ten children. "We just 
got by." 
It took some hometown help to get 
Curt to college. "Two days before school 
began my brother, Wayne, who was man-
aging the Chateau Eating Club in Min-
neapolis, called to offer me a dishwashing 
job at $18 a week," Sampson relates . My 
best friend, Clayt Torbert, who lived two 
blocks from Wayne's club, offered to let 
me room with him, and things just fell 
into place." 
Things have seemed to fall into place 
for Sampson ever since. His career path 
"fell into place" when he veered away 
from an afternoon chemistry class, ending 
his dental school plans, and signed on for 
accounting in the morning. "Quite hon-
estly," he says, "I wanted to learn to play 
golf with some friends in the afternoons, 
and since I had to work evenings, morn-
ings were best for classes. Besides, I'd 
4 
by David Pink 
Curt Sampson, '55 BSB, 
has been a high-stakes 
player in the mergers & 
acquisitions game since 
1966, and has built 
an international 
telecommunications 
corporation with 
$60 million in annual 
sales, based in his 
hometown of Hector. 
Smart business moves, 
an industry undergoing 
change and good luck 
have made it happen, 
he says. 
waited until the last day to register, so 
there weren't many classes available that 
weren't already filled." 
Sampson 's serendipity led to remark-
able things not only for himself but also 
for Hector. He muses on the fate of his 
hometown if he hadn ' t gone into busi-
ness: "Instead of having 300 jobs in the 
area around a town of 1 ,200, would it 
have died like many other small towns?" 
If you stand in the middle of Hector's 
two-block-long Main Street, you'll see 
the usual assortment of small-town shops 
along with a nondescript building which 
houses the company Sampson founded-
Hector's single biggest employer and 
connection to the wider world-Commu-
nications Systems, Inc. (CSI). 
From its headquarters in Hector, CSI 
operates manufacturing and assembly 
plants in four Minnesota communities, as 
well as Puerto Rico, Costa Rica and 
Wales (U.K.). CSI is now positioned as a 
high-quality, low-cost provider of tele-
phone and data connection devices. Hav-
ing capitalized on every change in the 
industry, it shares market leadership with 
AT&T. 
But Sampson almost didn't come back 
home to take a job with Hector Tele-
phone, which would eventually lead, in 
1970, to his forming CSI with a group of 
investors. "In those days, graduates had 
their choice of jobs. You'd get calls from 
GM, Honeywell, public accounting 
firms-you name it," he explains. 
Sampson chose Peat Marwick. With 
Marian, his wife and Hector high school 
sweetheart, he had settled in for an 
accounting career in the big city when he 
got a message to phone home to Hector. 
Hector's longtime public accountant had 
passed away, opening up the possibility 
of building an accounting practice. Also, 
Hector Telephone offered him a job. 
Sampson never found the time to build 
a public accounting business on the side. 
Mergers ~d acquisitions in the telephone 
business came so quickly that he never 
got around to it. Soon, Sampson's career 
history began to read like a game of "fol-
low the bouncing acronym" (see chronol-
ogy beginning on p. 6). 
Sampson displays some of the many 
telephone connecting devices made by 
Suttle Apparatus and its parent com-
pany, Communications Systems, Inc. 
This plant, in Hector, is one of several 
CSI manufacturing and assembly 
plants located around the world. 
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Soon after Sampson joined HTC (Hec-
tor Telephone Company) it became MCT 
(Minnesota Central Telephone). MCT, 
which had acquired six telephone compa-
nies, was bought by Apache in 1966. 
Sampson, as administrative vice president 
and treasurer of MCT, specialized in gen-
eral administration and acquisition studies 
(and subsequently in financial integra-
tion). Harold Ericson, as president, was 
the person who could convince owners of 
telephone companies to sell to the Hector 
group. 
North American Communications 
( AC) was qu ickly formed and together 
Sampson and Ericson acquired acronyms 
too numerous to mention-25 phone 
exchanges in nine states. In 1970, NAC 
was merged into CTC (Continental Tele-
phone Corporation), certainly against the 
will and desires of Curt and Harold. 
"Instead of having 300 
jobs in the area around a 
town of 1 ,200, would it 
have died like many other 
small towns?" 
The CTC merger launched Sampson 
into a career as an entrepreneur. It's 
ironic that Sampson, who built his career 
on mergers and acquisitions, became an 
entrepreneur as a result of his objections 
to the CTC merger. Primarily, his objec-
tions stemmed from CTC's plans to 
move operations out of Hector, which 
would have ended an era of great success 
and friendships among the team mem-
bers, and would have had serious conse-
quences for the town. "Besides," Samp-
son says, "I felt that there was still a great 
opportunity for North American in the 
area of telephone company acquisitions." 
When the North American-Continen-
tal merger went through, Sampson 
invited Hector's town doctor, banker and 
pharmacist, an attorney and other local 
investors to reacquire Suttle Apparatus , 
North American's manufacturing arm. 
At the time of the merger, Continental 
already owned Communications Appara-
tus Corporation, which duplicated Sut-
tle's functions. Both apparatus compa-
nies served much the same purpose as 
Western Electric did for AT&T-supply-
ing telephone equipment to their parent 
telephone companies and the " indepen-
dent" (non-Bell) telephone industry. 
Continental, wary of regulations against 
monopolies, agreed to sell Suttle back to 
Sampson and his group of investors. 
Many of the original investors were 
Sampson's friends; the doctor had helped 
Sampson's sister attend college, and the 
Curt Sampson's 
mergers and acquisitions 
- a chronology I 
1955 1963 1966 1970 1972 
Sampson graduates with 
distinction in Accounting 
and joins Peal Morwick & 
Mitchell. later returns to 
Hector to join Hector 
Telephone Company, 
which changed its nome to 
Minnesota Central 
Telephone and began 
acquiring telephone com-
ponies in other communi-
ties. 
• Sampson joins HTC 
• HTC changed its nome to 
MCT 
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Minnesota Central 
Telephone teams with 
Apache Corp. to acquire 
telephone companies in 
other stoles. 
• MCT teams with 
Apache 
Apache buys out Minnesota Central, 
and with Harold Ericson as president and 
Sampson as administrative vice president 
& treasurer, forms North American 
Communications {1), a publicly held 
company, which acquires 25 telephone 
companies serving 115 communities in 
nine stoles. North American is featured 
alongside such giants as McDonald's, 
Xerox and 3M in "America's Fastest Grow-
ing Companies." North American acquires 
Suttle Apparatus. 
• Apache buys MCT 
• NAC formed by Apache with Ericson 
and Sampson as principal officers. 
• Suttle Apparatus acquired by NAC. 
North American is merged into Conti-
nental Telephone Corporation. Samp-
son, who objects to the merger because it 
will toke jobs out of Hector, is supported 
by local investors in forming Communica-
tions Systems Inc. {CSI). CSI reac-
quires Suttle Apparatus, which hod 
been North American's manufacturing 
arm, and in addition to making ond selling 
telephone equipment ond supplies, begins 
acquiring telephone companies. 
• NAC merged with CTC 
• CSI formed by Sampson. 
• Reacquires Suttle Apparatus 
Communications Sys 
tems Inc. begins ocqui1 
ing and building cable T 
systems. 
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druggist had given him a part-time job 
during breaks when he was home from 
the University. Many of those initial 
investors eventually realized a return of 
$5 million on their initial investment of 
$25,000. "Most of them, anyway," 
Sampson remarks. "One sold out too 
early and, of course, some of those I 
invited to invest didn't, unfortunately, 
and to their regret." 
Sampson's newly formed company, 
Communications Systems, Inc. (CSI), 
began doing business with Suttle as its 
mainstay. Then, in the mid-'70s, tele-
phone companies were deregulated and 
in 1984 the AT&T monopoly was broken 
up. Deregulation meant that consumers 
could buy and install their own telephone 
equipment. The breakup of AT&T gave 
CSI the opportunity to compete with 
Western Electric for the Bell System 
"For an entrepreneur it 
probably makes a better 
story if he or she invents 
some wonderful gadget 
and makes a million 
from it, but the facts are 
more in line with 
working hard, being 
ready for opportunities 
and remaining 
absolutely ethical." 
business, which was 80 percent of the 
market. Prior to the breakup, Western 
had that business locked up. 
Sampson says, "It's interesting that 
deregulation grew from an incident right 
here in Minnesota. The landmark case, 
which said that as long as a phone didn't 
harm the network it could be installed by 
anyone, stemmed from a resort owner in 
Alexandria, Minnesota, who wanted to 
install a non-AT&T piece of telephone 
equipment known as a Carter phone. 
Suddenly, you had telephone outlets 
everywhere-in the bedroom, the bath-
room-and we could supply connection 
devices that were better and less expen-
sive than anyone else's." 
But CSI was just the beginning of 
Sampson's ambitions. As soon as Conti-
nental made the name North American 
available, Sampson claimed it to desig-
nate a cable TV company under the CSI 
umbrella. North American built cable 
systems in such where-are-they-located? 
towns as Fulda, Slayton and Dawson. 
When the number of towns in which 
North American operated reached 75, 
Star Cablevision acquired it for $97 mil-
lion. Meanwhile, Sampson had been 
steadily acquiring small-town telephone 
1986 1988 1989 1990 1992 1993 
mmunications Sys· Star Cablevision Hector Communica· Communications Sys· Communications Sys· Curt Sampson's current 
ns Inc.'s coble 1V divi- acquires North American tions Corp. is formed tems Inc. acquires Zer· tems Inc. acquires its for- titles ore: Chairman, Presi-
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I. lulor communications and Wales (U.K.) ration. Operations of CSI 
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holders. (Minn., Puerto Rico, Cosio 
Rico); Austin Taylor Com-
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pin-off NAC spin-off cations Apparatus otions of HCC ore: North 
Corp. American Communications 
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One of Sampson's hobbies is raising racehorses, something he started "because it 
would be fun for the family." His horses have raced and won purses and tro-
phies at Canterbury Downs, in Kentucky, Illinois, Nebraska, Iowa and Canada. 
Curt and his wife, Marian, still live in Hector; most of his four children and six 
grandchildren live nearby. 
companies, which, in 1989, CSI spun off 
to shareholders as the Hector Communi-
cations Corp. (HCC). Today, to no one's 
surprise, North American is beginning its 
third life as a reprise of its second, a cable 
television company, this time under the 
umbrella of HCC. 
A firm believer in small-town business 
development, Sampson has done his best 
to bring other businesses besides his own 
to Hector. For over 30 years he's been 
the secretary and the director of Hector 
Industries, which tries to encourage busi-
nesses to come to Hector. So why 
doesn't he move the whole operation to 
Hector? Sampson explains, "We 
wouldn't want to employ much more than 
20 to 25 percent of the town's population, 
because then the town's economy would 
be too dependent upon us and it would be 
disastrous for the town if anything hap-
pened to this business." 
8 
CSI and Suttle Apparatus employ 900 
people around the world, and Hector 
Communications another 40. Annual 
sales in 1993 will be approximately $60 
million for CSI and $5 million for HCC. 
What should entrepreneurs do if they 
want things to fall in place for them ala 
Sampson? "For an entrepreneur it proba-
bly makes a better story if he or she 
invents some wonderful gadget and 
makes a million from it, but the facts are 
more in line with working hard, being 
ready for opportunities and remaining 
absolutely ethical," Sampson advises. 
"We've also been very conservative, 
never exposing ourselves to risks that 
would break us if things didn't go as we 
planned or hoped. 
"Also, I firmly hold to the small-town 
belief that 'what goes around comes 
around.' You don't cross anybody and 
you don't bum any bridges. For example, 
AT&T is our main competitor; it's also 
an important customer and one of our 
main suppliers. As our competitor they 
could bury us if they wanted to, but 
because we strive hard to be ethical, they 
treat us with respect and often refer cus-
tomers to us when they quit making a 
product. They want to do business with 
us because they know we'll be absolutely 
fair." 
Sampson emphasizes that luck also 
plays a part. "In anybody's life I'm sure 
some terribly insignificant things proba-
bly changed their life's direction for 
either good or bad. In my case most of it 
has been for the good. Whenever we 
came to a fork in the road, we happened 
to go down the right one." MMR 
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Data super-
highway 
means big 
business 
opportunity 
Fiber optic 
technology 
expands 
the bound-
aries of the 
classroom 
Entrepreneurs take note: A wave 
of change dwarfing the Industrial 
Revolution is quietly building. It 
is bringing revolution in telecom-
munications, unlimited opportu-
nity for creative entrepreneurs 
and unprecedented social change. 
Underpinning the transforma-
tion is a decades-long upgrading 
of telephone transmission , replac-
ing the old lines with fiber optic 
cable and switching to digital 
transmission of data. That rebuilt 
infrastructure, now largely in 
place, gives the hear-a-pin-drop 
quality we have already come to 
take for granted in our domestic 
phone conversations. 
But the network has vastly 
more capacity than we're using at 
present. The wave of change will 
crest when Congress decides on 
who gets to fill the vast concourse 
with information and entertain-
ment-phone companies, cable 
companies or both. 
That's where entrepreneurs 
come in. The big operators are 
going to need vendors to provide 
them with something to distrib-
ute. "It opens up tremendous pos-
sibilities for selling information," 
says Carlson School Associate 
Professor David Naumann, a spe-
cialist in telecommunications and 
Fiber optic technology is opening 
doors for telecommunications 
entrepreneurs, and it is also break-
ing down the walls of the class-
room. 
Professor Gordon Davis has 
never set foot in the National Uni-
versity of Singapore's (NUS) new 
Department of Information Sys-
tems and Computer Science 
(DISCS) building- but last winter 
he gave a lecture there. 
Thanks to fiber optic technol-
ogy, Davis's lecture was transmit-
ted through a two-way audio/ 
video link between downtown 
Minneapolis and a classroom in 
the DISCS building, built specifi-
cally to accommodate remote lec-
tures from around the world. 
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information systems. "There 's 
tremendous opportunity in deter-
mining what people need to see, 
and processing it for them . And 
we can do this globally just as 
easily as locally." 
The so-called data superhigh-
way would flash torrents of infor-
mation across the country and 
around the world in the blink of 
an eye. It has the potential to pro-
vide each business, school and 
home with its own channel, a 
capability called "switched 
video." 
The coaxial cable in use now 
can carry information at the rate 
of 500 million bits per secol'ld, 
enough for 150 TV channels. The 
new infrastructure of digital data 
riding optical fiber can do 50 bil-
lion bits per second, or 100 times 
as much. 
Telecommunications develop-
ers are ogling that vacant capacity 
and thinking big: What doe$ the 
customer want? Entertainment on 
demand. Individual cable sub-
scribers want to watch a movie 
when they want to watch it, not 
when the cable company wants to 
transmit it. Naumann says the 
entrepreneurial potential for data-
sorting to meet individualized 
demand is enormous-in enter-
NUS officials recruited Davis, 
an internationally known scholar 
in information systems, to give 
the first remote lecture and Davis 
agreed to take part for several rea-
sons. He already has strong ties to 
NUS-he held an endowed pro-
fessorship there in 1986-87. But 
more importantly, he recognized 
the lecture as "a landmark event" 
in education and an opportunity 
for the Carlson School to become 
part of a world community of 
scholars. 
Fiber optic technology will 
"change our expectations, change 
how we teach classes and change 
how we see the world as our 
classroom," said Davis. "This 
technology has tremendous 
tainment as well as in business-
related information such as com-
modity prices. 
So be ready for change. Exist-
ing information providers-video 
retailers and VCR makers, for 
example-won't necessarily be 
forced to close. But they're going 
to have to adapt as it becomes 
cheaper to order a movie over the 
TV set and be billed on a per-view 
basis. 
"If we're going to deliver 
switched video, which I think is 
what consumers really want, you 
don ' t need a video store and you 
don't need a VCR-so there are 
some big potential changes," says 
Naumann. "At the same time, I 
know my grandchildren really like 
to watch Beauty and the Beast. 
I'm going to go to Target and buy 
it for $15, because my grand-
daughter is going to watch it 300 
times in the next two months ." 
Every business will feel the 
impact of swift global data inter-
change, and telecommunications 
specialists are scrambling to keep 
up with changes. Systems must be 
updated, sometimes completely 
redesigned. Whatever your line of 
work, Naumann cautions, get 
ready for some chaos-surfing. 
(by Marc Hequet) 
potential for scholarly interaction 
around the world. The implica-
tions are fantastic." 
Fiber optic technology offers 
efficiency, convenience and low 
cost. "NUS ran the course-the 
technical end-for about $800," 
Davis said. That's just a fraction 
of what it would have cost to 
bring Davis onto campus for even 
a short stay. 
The lecture was made possible 
with the assistance of AT&T, 
which donated a conference room 
in downtown Minneapolis and 
provided the technical setup 
through its Singapore offices. 
(by Karen Potter) 
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New MBA curriculum to be implemented this fall 
The faculty voted in March in 
favor of a new MBA curriculum 
that dramatically redesigns 
the program. The new program 
takes advantage of one of the 
country's most vibrant business 
communities to provide exciting 
new experiential/earning 
opportunities. 
B y J 0 s H K 
L eadership and change are no longer mere subjects taught at the Carlson School. The faculty put these theories to the test this 
year by dramatically redesigning the 
MBA curriculum. The new program, 
which begins this fall, creates closer links 
with the business community and inte-
grates the school's curriculum across 
functions to reflect the structure and prob-
lem-solving requirements of real-world 
business. 
The changes cap an intensive 15-
month review process and have gained the 
attention of business educators nation-
wide. "The Minnesota initiative is acre-
ative response to the needs expressed by 
the business community around the 
nation," states Charles Hickman, a direc-
tor with the American Assembly of Colle-
giate Schools of Business. 
The core of the program addresses the 
dominant plea of executives and managers 
that students need to be prepared to use 
their specialized knowledge-for exam-
ple, marketing, fmance or operations-in 
ways which span broad boundaries within 
10 
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the organization. Graduates must have 
more than just an academic understanding 
of "the big picture." They must also 
develop a realistic feel for leadership, 
quality, teamwork, and ethical and inter-
national business challenges. 
"The new Carlson School program 
provides an integrated, logical, conceptual 
framework in which MBA students will 
learn," says Dean David Kidwell. "It will 
better prepare students to solve problems 
to manage and lead successfully within 
organizations, challenging them with Jots 
of contact with the business community." 
Students, too, have long desired a more 
coordinated business curriculum, one 
which strategically leverages the 
resources of the University while creating 
inroads into the business community-
and a program that is more flexible. 
The new program innovatively creates 
bridges between the worlds of theory and 
practice by providing greater outside con-
tact for students. After all, the University 
is located in a metro area which is the 
fifth-largest (per capita) home of Fortune 
500 companies. The new program also 
offers more flexibility . All the core 
courses, except for the field project, will 
be offered during the first year so the sec-
ond year may be devoted to electives. 
The Carlson School, which for years 
was one of the few schools in the nation 
to require a field project, is broadening its 
commitment to student experiential learn-
ing by adding four new components to the 
MBA program: 
• an extensive mentoring program 
• a "top management perspectives" 
course 
• a technology transfer and entrepre-
neurship field project option 
• a ProSeminar series on contemporary 
issues and practice 
Breaking down the 
"silos" 
Few U.S. business schools could bring 
about the kind of dramatic cultural 
changes now being seen at the Carlson 
School. A process of consensus building 
has been used to bring the school's con-
stituents together, overcome traditional 
barriers between departments, and bridge 
theory and practice. 
The result of this team effort is a cur-
riculum that no longer relies on the tradi-
tional departmental "silos" to deliver busi-
ness education. Rather, a logically linked 
and integrated curriculum will ideally 
complement experiential learning and fac-
ulty research. 
The first year begins with an intensive 
one-week orientation, starting the pro-
gram with a common context of reference 
while introd.ucing students to the case 
study method. During orientation, a for-
mal assessment will be made of each stu-
dent's skills in oral and written communi-
cation, teamwork, and computer and 
information technology skills. Students 
will be required to achieve competencies, 
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as indicated by the assessment, through a 
skills development program of outcome-
based learning. 
Fall quarter covers the foundations of 
business, followed in the winter by an 
integrated quarter of course work called 
the "functional core," which will present 
material in much the same way that it is 
applied in practice. The "leadership core" 
in the spring will emphasize the develop-
ment of the strategic and leadership ski lls 
necessary to manage in a global environ-
ment. 
The second year includes a minimum 
of nine courses, including an international 
elective, the field project, and a "top man-
agement perspectives" course, in which 
high-level executives will speak on topics 
crucial to their firms. 
The new Carlson MBA program did 
not come effortlessly. Since January 1992 
a task force, led by Associate Dean Mary 
Nichols, gathered feedback through town 
hall meetings with students, a faculty 
forum on the foundations of the pro-
gram's core disciplines, and meetings 
with employers and other external con-
stituents. Fourteen leading MBA pro-
grams of other schools were analyzed, as 
well. 
Over 60 faculty members spent hun-
dreds of hours working in interdiscipli-
nary teams to design the curriculum along 
with 17 new or redesigned courses-and 
faculty will continue to meet throughout 
the program. "Faculty care about teaching 
and are concerned that our students 
receive the best educational experience 
possible," said Dean Nichols. "The time 
that these faculty members have spent 
designing the program is testimony to that 
fact." 
Finance Professor Tim Nantell is part 
of the faculty team that will implement 
the "functional core" this winter and has 
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New First-Year Curriculum 
FOUNDATIONAL CORE-FALL QUARTER 
Data Analysis for Managers 
Managerial Economics 
Behavioral Science for Business 
Financial Accounting Skill 
FUNCTIONAL CORE-WINTER QUARTER Development: Speaking, writing, 
Managerial Accounting teamwork, 
Financial Management 
computer 
technology, 
Human Resource Management career planning 
Information Management Executive Mentor 
Marketing Management Program 
Operations Management NEXUS Research 
LEADERSHIP CORE-SPRING QUARTER Seminars 
Strategic Management 
Leadership Core I 
Module I: Ethical Environment I 
Module II: International Environmen 
Module III: Managing for Quality 
Module IV: Organizations and the Management of Change 
Elective I 
I 
New Second-Yfear Curriculum 
FALL QUARTER I 
International Elective (take any quarter) 
Elective I 
Elective I 
WINTER QUARTER ProSeminars: 
Corporate Consulting Project or Contemporary Issues 
Entrepreneurship(Technology Transfer Project 
NEXUS Research 
Elective Seminars 
Elective 
SPRING QUARTER 
Project Wrap-up 
Top Management Perspectives 
Elective 
Elective 
Elective 
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Six unique 
qualities of the new 
Carlson MBA 
curriculum 
1 Students will learn by solving problems that cut across func-
tional disciplines. This approach 
allows students to learn functional 
areas-marketing, operations, 
fmance-as they apply to business 
practices. This cross-disciplinary 
approach is highly beneficial to the 
business student, but is nearly impos-
sible to achieve in schools with 
entrenched departments. 
2 Students will gain a broad understanding of the firm and 
its challenges through a "leadership 
core." This will include learning 
leadership skills by studying strategic 
management, managing change, man-
aging quality, and ethical and interna-
tional issues. 
3 The field project-for years one of the program's strengths 
-will be broken into two tracks: a 
traditional and an entrepreneurial 
track. Students interested in entrepre-
neurship will be given the opportunity 
to work with the University Research 
and Technology Transfer Program's 
scientists, researchers and entrepre-
neurs who work on new product 
development. 
4 Face-to-face learning from top executives through the required 
"Top Management Perspectives" 
course. 
5 A professional skill develop-ment program will ensure that 
all graduates possess key business 
competencies. Students are assessed 
at the beginning of the program for 
skills in computing, teamwork, and 
oral and written communications, and 
then given outcome-based learning 
opportunities outside of class to bring 
themselves up to speed. 
6 Students will be given more choice to build on their exper-
tise and interests through nine elec-
tives and field work. 
met for four hours a week, every week, 
since January to design this new inte-
grated module. "What made this project 
so monumental is that there really are no 
models for how to get professors-all 
experts in their fields-to productively 
integrate their know lege," he said. 
"We've talked with other schools about 
their efforts at integration," said Nantell, 
"with some saying that they knew from 
the beginning that they couldn't pull it 
off. This is hard work." 
A professional learning 
community emerges 
The desired result of the school's labor is 
the implementation of a new vision-
what is now termed a "professional learn-
ing community." 
Blending academic strengths with 
practitioner concerns, the professional 
learning community more actively inte-
grates participation of the business com-
munity and research efforts in the teach-
ing of new business leaders. 
"I firmly believe that the future's most 
successful business schools will be those 
located in vibrant 'living laboratories of 
business' like the Twin Cities," said Dean 
Kidwell. "This is where theory, research 
and application join." 
In seeking to become the nation's pre-
mier public business institution, the Carl-
son School has created a dramatically 
reconfigured MBA program--one that is 
both substantive and relevant to the 
demands of today's business environment. 
Evening MBA curriculum 
update 
The curriculum for the evening MBA pro-
gram will go through a similar revamping 
effort during this academic year, and the 
updated program will begin in the fall of 
1994. Many elements of the new day pro-
gram, such as greater integration of mater-
ial, increased experiential opportunities, 
and an expanded orientation and skill 
assessment, will be included in a format 
adapted to an evening program. MMR 
A team of faculty and staff has been meeting every week since January to design 
the new MBA program's "functional core." Team members include: {standing) 
Accounting Professor Ed Joyce; Mike Diet%; '94 MBA; Logistics Management Pro-
fessor Fred Beier; Operations Management Professor Art Hill; Associate Dean of 
Academic Programs Mary Nichols; (sitting) Assistant Dean of MBA Programs Don 
Bell; Information and Decision Sciences Professor Norm Chervany; and Finance 
Professor Tim Nantell. 
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Research 
on brand 
extension; 
lectures by 
Crosby and 
Juran on 
quality 
management; 
world-class 
manufactur· 
ing; problems 
with imple· 
menting 
comparable 
worth; and a 
new teaching 
tool in 
accounting-
these are the 
sources for 
61 ldeasn in 
this issue 
D E A S 
What's in a name? 
When Kodak becomes an official 
sponsor of an event, and the event 
is a bust, is the Kodak name tar-
nished? If McDonald's introduces 
pizza, which turns out not to have 
the quality people associate with 
the McDonald's name, will it hurt 
their hamburger business? How 
does a company estimate the 
value of "marrying" two brands-
Diet Coke and Nutrasweet, IBM 
and Intel-before it occurs? If a 
brand name is put on new prod-
ucts, does that imply a certain 
level of quality? 
The marketing faculty at the 
Carlson School is accruing a 
national reputation for studying, 
dissecting and guiding corporate 
decision-making regarding multi-
million-dollar "brand equity" 
issues that have to do with the 
actual worth of a name. 
Brand extensions-spin-offs of 
original products-have become 
an increasingly popular option for 
firms launching new products. 
Professors Barbara Loken and 
Deborah Roedder John recently 
completed a study which showed 
just how risky brand extensions 
are to a company's business 
image. The duo won a national 
Marketing Science Institute com-
petition for a white paper demon-
strating the negative impact on 
core brands when a company's 
new product fails. They presented 
their findings at a recent confer-
ence at Harvard and have had 
their study published in the Jour-
nal of Marketing. 
The Loken-Roedder John 
study provided the first indication 
that brand extensions can dilute 
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Marketing Professors Roedder John and Barbara Loken 
have been researching the risks of brand extensions-when compa· 
nies launch spin-offs of popular products, such as those shown 
above. 
brand names by diminishing the 
favorable beliefs consumerf have 
about the family brand. It showed 
that brand extensions-particu-
larly those that are fairly si~Tiilar 
to the original product-brtng 
high expectations on the part of 
the consumer to deliver the quali-
ties associated with the family 
brand. For companies trying to 
launch a new product largely on 
the strength of a name-a new 
Cheerios or Ritz Bits-the new 
version had better stack up, or you 
risk nicking the goose that jays 
the golden egg. 
Down the hall, the team of Pro-
fessors Robert Ruekert and 
Akshay Rao are on the leading 
edge of studying "strategic brand 
alliances," the "marriage" of 
brands-such as Nutrasweet and 
Diet Coke--designed to crJate a 
sum larger than its parts. Ruekert 
and Rao are among only a few in 
the nation to closely examine 
brand alliances, a phenomenon 
that has become a marketing 
mainstay in the 1990s. 
The current example, accord-
ing to Rao, is the successful co-
branding of Intel and IBM: Intel 
benefits from IBM's blue-chip 
image, and IBM gains a sense of 
innovation that comes from a 
leading-edge growth company. 
The end result is a credible prod-
uct people believe is worth a pre-
mium price. 
The Ruekert-Rao team has 
studied the effects on consumer 
behavior of successful alliances, 
the financial repercussions of 
alliances, and the reasons why 
some joint efforts are more suc-
cessful than others. Their studies 
establish criteria that corporate 
13 
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decision makers should consider 
when forming brand alliances with 
other companies. They include 
questions of quality, reputation, 
Beyond the attributes 
of quality in world-
class manufacturing 
competitive factors, the sector's When the term "world class" is 
growth rate, and the cost of not applied to manufacturing, it car-
marrying another company if it ries the same cachet that athletes, 
becomes the industry standard to automobiles and hotels do when 
do so. For example, the Coke- they are among the very best in 
Nutrasweet alliance was so sue- the world. "World class" · 
cessful that competitors felt they describes Michael Jordan, Mer-
had to form similar relationships cedes-Benz, The Palace Hotel, 
to remain competitive. Rao and the manufacturing plants of 
recently presented some of this 3M and Hewlett Packard. 
thinking at the University of The question that Operations 
Chicago. and Management Science Profes-
Professor Allan Shocker has sor Roger Schroeder and his team 
emerged as one of a handful of of researchers 
marketing experts nationally who are out to 
are interested in corporate brand- answer is, 
ing policies. Shocker argues that When it comes 
by attaching a brand name to a ~ to manufactur-
new product, certain implicit qual- ~ ing, how do 
ities represented by the brand must ii.1 you become 
exist, such as the product's safety, ~ world class? 
its long-lasting quality, or the Roger Schroeder Quality, of 
extent to which the company course, is key, but the attributes 
backs up the warranty. that define a world-class manufac-
According to Shocker, compa- turing plant go beyond quality of 
nies run into trouble when they put product. 
their brand name on incompatible Schroeder and his research 
products, leading to expectations team have defined five perfor-
that the product cannot deliver. mance measures of a world-class 
This can contribute to product fail- manufacturer. Besides 1) making 
ure. In addition, if a company puts quality products, a manufacturer 
its brand name on everything, it has to 2) produce them at low 
dilutes the meaning of the name. cost, 3) deliver them in a timely 
Last spring, Shocker was one fashion, 4) be flexible to customer 
of several speakers making pre- requests, and 5) have an innova-
sentations at an executive seminar tive product line. 
on brand equity at Wharton, and If that description calls to mind 
spoke to company presidents and a host of Japanese companies, 
division heads. His message was Schroeder has some surprises for 
an important but tough sell for you. "While some Japanese com-
most marketing professionals: panies have attained an almost 
sometimes managers must defend mythical sense of their ability to 
their decision not to put a com- succeed, our preliminary fmdings 
pany's name on a product. indicate that you don't have to be 
(by Josh Kohnstamm) Japanese to compete in the world 
market," he says. "What matters 
most in world-class manufacturing 
is the culture inside the plant, not 
inside the country." 
To study this hypothesis, 
Schroeder's team is surveying a 
multicultural and multinational 
mix of over 100 manufacturing 
plants in the U.S., Japan and 
Europe. The surveys gather hard-
core financial data about each 
manufacturer's performance as 
well as the perceptions of employ-
ees about plant performance. 
"World-class manufacturers," 
Schroeder comments, "make qual-
ity more than a slogan, and they 
do that by managing responsively; 
the line worker and the customer 
have active input into the manu-
facturing process, which is why 
we're also surveying workers to 
see if management actually imple-
ments suggestions." 
In many ways, a profile of 
world-class manufacturing con-
trasts with what Schroeder calls 
"the atmosphere of the old indus-
trial way of controlling to stan-
dards, and employees complying 
with managerial decisions. A 
world-class manufacturer needs to 
embrace constant change as part 
of the process, rather than only 
meeting established standards." 
Schroeder and his team cer-
tainly aren't keeping still. Sup-
plied with a $300,000 grant from 
the National Science Foundation, 
they will continue to survey com-
panies and will be issuing anum-
ber of reports on their findings. 
"There are too many stop-and-go 
studies when it comes to manufac-
turing-somebody needs to study 
manufacturing processes over 
time," says Schroeder. 
(by David Pink) 
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Two views of the 
quality revolution 
Thanks to a grant from Cargill, 
which created the Cargill Quality 
Management Lecture Series, the 
Carlson School community and 
friends have been treated this year 
to two views of the quality revolu-
tion by two of its founders. Philip 
Crosby spoke at the school in Feb-
ruary, and Dr. Joseph Juran visited 
in June as part of his "Last Word" "' 
speaking tour. i3 ! 
Discontented with quality ~ -~r. 
Philip Crosby burst onto the scene 
in 1979 with his readable Quality 
Is Free. In it he introduced a gen-
eration of managers to the idea 
that doing it right the first time-
making a sprocket a sprocket, sell-
ing an insurance policy, or serving 
a hot cup of coffee-was the sin-
gle best way a company could cut 
costs and increase profits. 
Quality, conventionally 
thought of as a luxury and a cost, 
was in fact a necessity and a sav-
ings. Zero defects was his rallying 
cry. Crosby's message spread like 
wildfire. He has written eight 
books since Quality Is Free, and 
built a small empire of associated 
management services. But he is 
not satisfied with the quality revo-
lution that followed. 
"Too often quality has meant 
an emotional charge-up," he said. 
"Or it has meant a lot of statistics 
that measure the wrong things. 
There is a lot of foolishness in 
quality programs. The worst 
offense is making it too difficult." 
Even the Baldrige A ward 
comes under his fire. "I hoped it 
would be a bigger deal, like the 
Nobel Prize. Instead it's got 
everyone busy doing a bunch of 
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1960s-era quality assurance 
things. They're the wrong things." 
Crosby's new book, Complete-
ness: Quality for the 21st Century, 
sidesteps the quality controversies 
that have dogged him over the 
years, and focuses on four simple 
nostrums of business quality: 
enabling employees, suppliers, 
customers and society as a whole 
to be successful. 
"If all you want to do is make 
money, you'd sell your company, 
put the money in bonds, and get as 
good a return with a particle of the 
effort. Money is only a measure of 
success; it is not success itself. For 
that, we need to have lives." 
Crosby acknowledges that he 
has evolved, but denies that his 
vision has changed much. "It's 
still about identifying customer 
requirements, and then taking 
whatever steps are necessary to 
conform to them." 
To companies wondering how 
to do better, he suggests a day of 
"green field thinking: Imagine the 
offices and factories and comput- o.. 
ers are all gone, and you're sitting ~ 
h Q
~ 
on t e grass in a green field. Ask -
<.:> 
yourself, if we were starting all 
over again, what would we need to 
give custo1ers what they want? 
Chances are, you'd need only a 
fraction of ~hat you have." 
(by Michael Finley) 
Foresees a century of 
quality 
When eight-year-old Joseph Juran 
came to the United States as an 
. . I tmm.Igran~ f 1912, there was no 
quality cns1s. Juran jokes that 
there w~re ~o power failures, and 
no apphan~f. failu~es in the tar-
paper shack! m whtch he lived in 
Minneapoli~. 
The 70-year veteran of quality 
management, who graduated from 
the University of Minnesota in 
1924 with ~ BS in electrical engi-
neering, maintains that the quality 
crisis is parlly a result of advances 
in technolo~y. We now live 
behind "quality dikes" that help 
maintain the benefits of industrial-
ization, he .1ays. 
Recogmzed as the leading 
world auth~rity on how to manage 
for quality, Juran pinpointed three 
strategies which have been used to 
improve quality. The first is 
improving l?roduct quality through 
quality plai ning. 
Quality experts 
Phil Crosby (below) 
and Joseph Juran 
(above) were the 
first two speakers 
in the Cargill 
Quality Manage-
ment Lecture 
Series at the Carl-
son School. 
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The second is quality improve-
ment, which is oriented to reduc-
ing costs and waste. "About a 
third of what we do in this coun-
try consists of redoing what we 
did before," says Juran. In the 
past, this waste was passed on to 
the consumer in the form of 
higher prices, but Juran insists 
that increased competition should 
be considered an opportunity for 
quality improvement. 
The third quality management 
strategy is quality control process, 
in which Juran asserts that the 
U.S. gets a passing grade, unlike 
its planning or improvement 
processes. 
Amid the failed quality initia-
tives of the 1980s, Juran claims 
that there have been stunning suc-
cesses from which we can identify 
success factors. "For one thing, in 
successful initiatives, the upper 
managers took charge of quality." 
Another success factor in qual-
ity management is a revolutionary 
rate of improvement. Contrary to 
some opinions, the quality of 
American goods has increased at 
a slow, or "pedestrian" rate. Juran 
emphasizes, "There is no way for 
anybody to have quality leader-
ship unless their rate of improve-
ment matches that of their most 
aggressive competitor." 
Participation of the workforce 
in the planning stage of quality 
management is another important 
factor. Juran reasons that the 
skills, creativity, and experience 
of the workplace should be uti-
lized as an asset. 
Juran sees the future trend as 
one of "scaling up." Suppliers and 
academia will feel the pressure 
from firms in their push toward 
quality. Results from successful 
quality programs will change atti-
tudes. "They are willing to listen 
to their peers. The Baldrige 
Award has been a wonderful stim-
ulus in raising the visibility of the 
results." 
This century might well be 
remembered as one of productiv-
ity, and Juran foresees the next as 
"the century of quality." He pre-
dicts that changes in quality man-
agement and sharing success fac-
tors will pay off. "In the next cen-
tury, we will see the words 'Made 
in the USA' again become a sym-
bol of world-class quality." 
(by Tamra Schmalenberger) 
Comparable worth 
law has unexpected 
side eHects 
"When you create a new tech-
nology, things may get out of con-
trol," says Ross Azevedo, indus-
trial relations professor. In this 
case, he is talking about the "tech-
nology" of implementing compa-
rable worth-the requirement 
under the Minnesota Local Gov-
ernment Pay Equity Act of 1984 
that governmental bodies elimi-
nate gender-related pay inequities 
among their employees. 
The original intent of compara-
ble worth was to have jurisdic-
tions establish the monetary value 
of jobs on the basis of their con-
tent-skill, effort, responsibility 
and working conditions-rather 
than relying on labor market rates 
which have been demonstrated to 
be biased against women. The 
idea was to have these communi-
ties organize their wage rates and 
salaries according to a single pay 
or regression line, which would 
reflect the increasing relative 
worth of jobs at ever higher levels 
in the organization. 
However, comparable worth is 
inappropriately "driving a lot of 
personnel practice," he says. 
"Everyone thought this law would 
come in and do what it was sup-
posed to do and that would be it. 
No one expected that so much of 
human resources would get 
shaped by this program." 
Compliance with comparable 
worth is influencing promotion 
and hiring decisions and is being 
used as a bargaining tool by 
unions and management alike. 
Individual employees are also 
buying the Department of 
Employee Relations' (DOER) 
computer software that assesses 
compliance, running the data 
themselves, coming up with their 
own assessments, and complain-
ing that their pay rates are below 
comparable worth standards. 
These things aren't necessarily 
bad, but they can be. They can 
backfire, as in the case of the Frid-
ley Police Department, where a 
woman was not selected for pro-
motion because her current status 
at that time helped the city main-
tain compliance with the compara-
ble worth statute. Promoting her 
would have jeopardized the entire 
city's compliance. 
In Azevedo's view, a lot of the 
problems stem from a change in 
the process for evaluating compli-
ance. Originally, DOER required 
that every job be plotted on a sin-
gle-line chart when comparing 
male-dominated and female-domi-
nated jobs in an organization. 
Now, using what is called the 
"windows approach," DOER 
requires that jobs be grouped into 
smaller categories before compar-
ing them. There were hopes that 
this would spread out the cost of 
bringing organizations into com-
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pliance by allowing pockets of 
inequity to be cleaned up in 
smaller pieces. 
"That was the idea," says 
Azevedo. "In fact, what has hap-
pened is that the windows some-
times create distortions in the pic-
ture that make eliminating pay 
inequities, as well as the entire 
personnel process, more compli-
cated. Changes in one job class 
can have unforeseen repercussions 
across the whole system." 
Among other criteria, the win-
dows are to be centered on indi-
vidual job classes, and must 
include at least 20 percent of the 
range of job evaluation ratings in 
a jurisdiction. Compliance is 
determined by whether the per-
centage of female-dominated job 
classes paid below predicted pay 
is more than 80 percent of the per-
centage of male-dominated 
classes paid below predicted pay. 
Thus, for instance, if a woman is 
promoted from accountant to 
finance officer, it may change the 
gender balance within the accoun-
tant class, the financial officer 
class, and the entire jurisdiction, 
and throw it out of compliance. 
The complicated process can 
be used to "play games" in the 
bargaining process, says Azevedo. 
Again, taking an example from 
one jurisdiction, if you look at a 
job class such as operating engi-
neers under the original approach, 
they are underpaid relative to 
other, comparable jobs in the 
organization. If you look at these 
same operating engineers under 
the windows approach, they are 
overpaid. Theoretically, the win-
dows approach should take prece-
dence under the change in the reg-
ulations, but "people will use 
whatever they can in bargaining." 
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"No one anticipated these prob-
lems, and we still don't know how 
to deal with them," says Azevedo. 
"Because of a reluctance to 
change the system one more time, 
many people are still saying 
'We' ll study it."' 
(by Yvonne Pearson) 
New teaching tool 
brings excitement to 
accounting 
In the 1980s the undergraduate 
curriculum included two courses 
that were disliked by students and 
faculty alike. In 1990, a new 
course replaced the two and 
offered hope that financial report-
ing could be an exciting topic to 
study and to teach. 
That hope was realized in Pro-
fessor John Dickhaut 's class fall 
quarter when he unveiled an inno-
vative teaching tool: a fully com-
puterized return assets market. By 
giving students a chance to partic-
ipate in market trading, he did 
more than teach them how a mar-
ket functions and how accounting 
information relates to markets. He 
also proved that topics like stock 
dividends and cash dividends 
don ' t have to be dull. 
"By relating accounting back to 
the real world of stock market 
data, you give students tangible 
examples that make the course 
more interesting," he said. 
The market project also 
allowed Dickhaut to discuss more 
advanced topics with his classes. 
Students first learned how a mar-
ket functions and then were given 
data on the New York Stock 
Exchange. Class discussions on 
market rationality, price bubbles 
and arbitrage soon followed. 
"Using t:he market as an illus-
tration, I felt comfortable asking 
questions +out the relationship 
between market rationality and 
accounting numbers. This topic is 
rarely discussed until at least the 
second yej of an MBA," said 
Dickhaut. 
Dickhaut's computer-run mar-
ket allowed students to buy and 
sell stock from 20 on-campus ter-
minals or rtom remote locations. 
During trad~ng season, the market 
was available 24 hours a day. 
After traders logged into the 
program, t±y had access to infor-
mation abo t their personal port-
folios and ~ out outstanding offers 
to buy or sell shares. A help func-
tion contai1ing all of the market 
commands and instructions on 
their use was available on-line. 
The students entered their 
transaction~ directly into the com-
puter and the trades registered 
immediate!~. If a trader tried to 
sell more s~ares than he or she 
owned, or thed to buy more than 
he or she c~uld afford, the com-
puter would reject the trade. 
Dickhaut was able to introduce 
his students to preliminary notions 
of statistics-mean, standard devi-
ation and 1oving average, for 
example-rhen he analyzed mar-
ket trends. Each week he handed 
out graphs fuat showed the previ-
ous week's !market activity. 
Because1the market's asset 
prices were tied to the stock 
exchange, Dickhaut also brought 
UPI news ire reports about the 
businesses to class. This encour-
aged stude~ts to search on their 
own for mo~e information. Many 
students w~o had never studied 
accounting before learned to look 
for dividends and earnings reports 
and to read the WSJ index. 
(by Karen Potter) 
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Carlson School 
alumnae stress 
importance of 
preparing students 
for a diverse 
workplace 
The Carlson School needs to 
emphasize diversity in its curricu-
lum to better prepare graduates to 
work in a diverse workplace, 
according to alumnae who partici-
ated in a discussion that also 
included faculty, staff and stu-
dents. They met in January to talk 
about their experiences at the 
Carlson School and as business 
professionals. Dean David Kid-
well and Associate Dean Randi 
Yoder led the discussion. 
The women spoke highly of 
the Carlson School overall. They 
praised the school for teaching 
them to think strategically, for 
developing their technical and 
quantitative skills and for helping 
them improve as leaders. 
However, everyone agreed that 
all Carlson School students-both 
men and women-need to under-
stand diversity issues more fully. 
For example, several women said 
sexual harrassment is a topic 
everyone should learn about 
because "it's not just a female 
issue." 
Others went on to say that 
because the workplace will 
become more diverse throughout 
the next decade, Carlson School 
students should learn to manage, 
supervise and work with people 
who are different from 
themselves. "Under-
standing diversity is 
imperative," stressed an 
alumna. "It's necessary 
for finance and opera-
tions management; it's 
not just for human 
resources." 
But the school should 
do more than just teach 
diversity, the group 
agreed; it should prac-
tice diversity itself by 
making women more 
visible throughout the 
school. 
"Are you proud of 
your female graduates? 
How do you show it?" 
asked Elizabeth Abra-
ham, '81 MBA. "I ~ 
would like to see more § 
of my peers involved in it 
decision-making groups. Use 
females as examples when pub-
lishing success stories," she said. 
Seeing successful women will 
benefit men as well as women. 
"Men need to see women role 
models, too," said Assistant Pro-
fessor Jane Saly. "They will need 
to deal with women as equals on 
the job and must learn that women 
can be successful and capable." 
"We are very interested in 
knowing more about the career 
paths of all our alumni, and I have 
been particularly interested in 
what our alumnae are doing," 
responded Yoder. "I want to fmd 
ways to involve all alumni in the 
classroom, as student mentors and 
on advisory boards and commit-
Some of the women 
who participated in a 
discussion last January 
on how the Carlson 
School can better pre-
pare women for the 
workplace were (top 
to bottom) Diane Emer-
son, '83 MBA, director 
of Marketing at H.B. 
Fuller Co.; Terry Bar-
reiro, '82 MBA, senior 
finance director at 
United Way of Minnea-
polis; and Maureen 
Steinwall, '75 BBA, '81 
MBA, president of 
Steinwall Inc. 
tees. We want to be certain that 
we offer students female as well 
as male models of success." 
Nationally, there has been a 
drop in the number of women 
enrolling in business programs, 
and Kidwell and Yoder hope dis-
cussions like this one will help 
them combat this trend. 
Seventy-five alumnae who 
graduated prior to 1986 and now 
hold senior-level positions or own 
their own companies were invited 
to participate in this discussion. 
They were among the 1,700 alum-
nae who responded to the alumni 
survey that was conducted last 
year. 
(by Karen Potter) 
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Undergraduate 
mentoring program 
matches 80 students 
with mentors 
Learning about management took 
on a new dimension last year for 
80 undergraduate students who 
were paired with alumni and other 
business executives through the 
new Undergraduate Mentorship 
Program. These students were 
matched with CEOs of member 
companies of the Council of 
Growing Companies, with execu-
tives who are members of the 
Undergraduate Advisory Board, 
and with volunteers from the Carl-
son School Alumni Career Net-
work. 
Students met at least twice 
each quarter with their mentors 
and were encouraged to partici: 
pate in other school activities 
together. For example, special 
receptions were held for all stu-
dent and mentor pairs during 
Business Day and before the 
Cargill Quality Management Lec-
tures held this year (see page 15). 
Tara LaGrander, a freshman in 
the school's Preferred Admission 
Program, was matched with Susan 
Landa, senior financial analyst for 
General Mills Inc. They both feel 
that the program has been very 
valuable. 
"I am learning a lot from this 
experience," said LaGrander. 
"Susan is able to explain the pros 
and cons of taking different 
courses, or of working in different 
jobs because she's been through 
them herself." 
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Landa, '87 BSB, is a volunteer 
on the Alumni Council Career 
Advisory Committee and helped 
plan the mentorship program. 
"The main reason I got involved 
was that I saw an excellent oppor-
tunity for the Carlson School to 
interact with the business commu-
nity," she said. 
In their meetings last year, 
LaGrander and Landa discussed 
LaGrander's class schedule and 
worked on her resume together. 
They have also met for dinner, 
toured General Mills, and attended 
Business Day together. 
The Alumni Council has long 
been interested in mentoring stu-
dents and was looking for a way 
to help them prepare early for 
their careers by exposing them to 
various areas of business and giv-
ing them the chance to become 
more polished professionally. 
Gerald Rinehart, director of 
Undergraduate Studies, helped 
bring the Alumni Council together 
with the Council of Growing 
Companies, which had already 
been mentoring Alpha Kappa Psi 
scholarship recipients, to create a 
broad program that would be 
available to many more under-
graduate students. 
"For undergraduates to find out 
about careers and how to prepare 
for them puts them ahead of the 
game," said Landa. "It's difficult 
to go into your senior year and 
have to make decisions about 
what company to interview with 
when you don't know what to 
look for or what kind of career 
opportunities are open to you." 
Participating in the program 
offers benefits to the mentors as 
well as the students. In addition to 
satisfying their altruistic instincts 
mentoring helps executives keep~ 
finger on the pulse of education at 
the Carlson School. 
"These students are my future 
competition," Landa explained. 
"It's important for me to keep up 
with the kinds of skills they are 
learning so that I can make sure I 
am staying competitive in the job 
market. It's oot wise to watch 
only the people who are above 
you." 
(by Karen Potter) 
Alumni who are interested in 
becoming a mentor to under-
graduate students are encour-
aged to contact Jerry Rinehart, 
director of Undergraduate 
Studies, at 612-624-2542. 
Rinehart would like to be able 
to offer mentorships to as 
many students as want them 
and many volunteers are stili 
needed. 
Susan Landa, '87 
BSB, senior finan-
cial analyst for 
General Mills Inc., 
is freshman Tara 
LaGrander' s men-
tor under the 
Undergraduate 
Mentoring Pro-
gram which 
started last win-
ter. Landa and 
LaGrander are 
shown at General 
Mills working on 
LaGrander's 
resume. 
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Mellon Foundation 
awards Carlson 
School $344,000 
to develop MBA 
program in Poland 
Twelve or more Polish faculty 
members begin arriving this fall to 
work with Carlson School faculty 
in developing a comprehensive 
Western-style MBA program at 
the Warsaw School of Economics 
(WSE) in Poland. WSE faculty 
will attend Carlson School courses 
and work with faculty peers to 
develop first-year MBA courses 
and observe business practices 
this fall before teaching their first 
semester of a completely new pro-
gram in spring 1994. Twelve Carl-
son School and Humphrey Insti-
tute faculty will go to WSE to 
help implement the new MBA 
program. An executive education 
component is also included. 
The program is made possible 
by a $344,000, two-year grant 
from the Andrew W. Mellon 
Foundation. The program was pre-
pared by the Carlson School's 
Office of International Program 
Development, led by Industrial 
Relations Professor Mahmood 
Zaidi. 
The grant supplements a 
broader $1.4 million USAID-
funded Management Training and 
Economics Education Project in 
Poland to revitalize the Warsaw 
School as an institution. Since 
1991, the Carlson School has been 
intricately involved in this mas-
sive effort, which was led by the 
Humphrey Institute of Public 
Affairs at the University of Min-
nesota. Numerous faculty mem-
bers have been sent to Poland to 
work on this project. Polish fac-
ulty and administrators have also 
been visiting the Carlson School. 
Poland's rapid transition to a 
market economy has created a 
society-wide need for qualified 
managers knowledgeable in open 
economies, and for a university 
that can produce such managers. 
The goal of this project is to "train 
the trainers" by providing an 
introduction to management and 
market economics and help imple-
ment a new curriculum. 
Fonnerly the Central School of 
Planning and Statistics, WSE is an 
80-year-old institution and, with 
850 faculty and 11,100 students, 
the largest economics and busi-
ness school in Poland. It has sup-
plied a large number of ministers 
in the post-communist govern-
ment, including the Minister of 
Finance and the Deputy Prime 
Minister. 
Part of the work under the 
USAID grant was geared towards 
revising the organizational struc-
ture of WSE, converting it into a 
sensibly organized, modem insti-
tution with a fully developed Col-
lege of Managerial Sciences. Key 
faculty have been appointed as 
deans of five new colleges, who in 
turn have met with their American 
counterparts here at the University 
of Minnesota. Also, with the help 
of Carlson School faculty visiting ~ 
Poland, the U.S. Consortium ~ 
delivered 23 academic training ~ 
courses for over 1,700 faculty and 
students, and 32 applied manage-
ment seminars for nearly 900 
managers, entrepreneurs, farmers 
and government officials. 
With the help of the Mellon 
Foundation, the Carlson School 
will now be able to complete the 
task of establishing a fonnal MBA 
program at WSE. Many of the 
courses being prepared will be 
geared toward the Polish economy 
and will use Polish case studies. 
They include marketing strategy, 
financial accounting, operations 
management, quality manage-
ment, decision sciences and MIS, 
human resources management and 
international management. 
(by Josh Kohnstamm) 
Carlson School 
students team with 
social service 
agencies to make a 
diHerence in their 
communities 
Carlson School undergraduate and 
master's students volunteered for 
several new community service 
activities this year and have laid 
the groundwork for ongoing rela-
tionships that will provide broad-
based benefits to local residents of 
all ages. 
Amy Tebbe, '93 BSB, organized 
a volunteer partnership 
between the University Good 
Samaritan Nursing Home and 
Carlson School undergraduate 
students. She is shown here 
with Mary Stokes, a resident of 
the nursing home. 
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Expanding services to the 
elderly 
Amy Tebbe, '93 BSB, is proof 
that one person can make a differ-
ence in the world. Tebbe was the 
driving force behind a new com-
munity service program between 
the University Good Samaritan 
Nursing Home and undergraduate 
students that began this year. 
Many Carlson School student 
organizations participate in com-
munity service projects, but this is 
the first time that an effort has 
been made to establish a long-
term relationship between the 
school and a community service 
agency. Tebbe worked with Good 
Samaritan Volunteer Services 
Coordinator, Linda Gilles, to 
develop a volunteer program that 
will provide a significant number 
of student volunteers to the home 
on an ongoing basis. 
Almost 50 students volunteered 
in the program last year, either 
working one-on-one with a resi-
dent or serving as a recreational 
activities assistant. Activities 
assistants help out with planned 
activities such as Bingo Night, or 
help when residents, some of 
whom are wheelchair-bound, need 
to go out. Each volunteer receives 
a calendar of events and chooses 
which activities they will help 
with. 
The large number of volunteers 
has made it possible to expand the 
services offered to Good Samari-
tan residents. "The nursing home 
has never had this many volun-
teers all in one shot," said Tebbe. 
"We're not limited in what we can 
offer, as volunteers have been in 
the past." 
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Hau Phon, '93 BSB, volunteered 
at Good Samaritan Nursing 
Home during activity nights. 
Here she is helping resident 
Emma Borgen play Bingo. 
Tebbe got the idea for the 
Good Samaritan Program during 
winter break when she volun-
teered at the home on Christmas 
Day. "A good volunteer experi-
ence can rea II y change a person's 
life," Tebbe said. "Many people 
don't always see volunteering as a 
positive experience and I wanted 
to change that." 
The program is expected to be 
continued this coming year and 
will be supported by the Under-
graduate Business Board. 
Teaching business 
basics to elementary 
schoolchildren 
Another new partnership that 
began this year is between Carlson 
School MBA students and Junior 
Achievement, organized through 
the efforts of Mike Prisby, '93 
MBA. Ten students served this 
year as Junior Achievement "con-
su ltants" in area elementary 
schools. Junior Achievement is a 
not-for-profit organization funded 
by over 100,000 businesses, foun-
dations and individuals. The mis-
sion of the classroom initiative is 
to show elementary schoolchild-
ren the relevance of education to 
the workpla<;e, and to introduce 
them to busihess basics. 
The school's relationship with 
Junior Achi(1vement will continue 
as a project of the MBA Associa-
tion's Community Affairs Com-
mittee. Committee chairs for 
1993-94 are ~econd-year MBA 
students John Livingston and 
Sarah Lund. 
Helping senior citizens 
get ready for winter 
Another project organized through 
the MBA Association's Commu-
nity Affairs Committee was the 
school's participation in the Fall 
Clean-Up, a citywide community 
service activity sponsored by the 
Minnesota Society of Certified 
Public AccoJntants. Fifty MBA 
students worked on nine teams 
one Saturday morning in October 
helping seni~r citizens with rak-
ing, washing windows, cleaning 
gutters and other fall clean-up 
chores. 
Mike Prisby, '93 
MBA, organized a 
volunteer part-
nership between 
the Junior 
Achievement Pro-
gram and Carlson 
School MBA stu-
dents. Mike, 
shown here at St. 
Paul Highwood 
Hills elementary 
school, was one 
of ten students 
who taught in the 
program last 
year. 
21 
Graduating MAIR 
students James 
Argeros and 
Kathleen Adel-
mann celebrate 
the day with 
Industrial Rela-
tions Professor 
James Scoville. 
The families of 
MBA students Egil 
Sundheim, from 
Norway, and 
Mika Sato and 
Hirofumi Haya-
ma, from Japan, 
traveled to Min-
nesota for this 
22 
Graduating 
students from around 
the world prepare to 
meet the world 
The globe on Northrop Mall built 
this spring by Minnesota elemen-
tary school students provided a 
fitting backdrop for commence-
ment ceremonies in June, as 750 
Carlson School students from 
around the world celebrated their 
passage into the professional 
world, new degrees in hand. 
About ten percent of the 
school's daytime master's stu-
dents are from outside the U.S. In 
addition, an increasing number of 
exchange and study-abroad rela-
tionships, at all degree levels, 
means that Carlson School stu-
dents are exposed to a world of 
ideas in and out of the classroom. 
Commencement speaker 
Robert Buuck, '70 BSB, '72 
MBA, spoke about the universal 
theme of leadership and the 
importance of leadership skills in 
today's rapidly changing world. 
Buuck, who joined the Carlson 
School Board of Overseers thjs 
year, is co-founder of American 
Medical Systems and partner, 
Medical Innovation Partners. 
Student awards: The follow-
ing awards were presented during 
commencement ceremonies: 
Undergraduate Awards 
Pillsbury Scholastic 
Achievement A ward 
Matthew Meyer, Jr. 
3M Marketing Leadership Award 
Julie Ann Brown Gardner 
Wall Street Journal Award 
James Majkozak 
Alpha Kappa Psi 
Scholarship Medal 
Mariano Espada, Thomas Pitra 
Alpha Kappa Psi Tablet 
Michael Gondek, Alan Hayes, 
Kieu Hong, Perri Miller 
Business Association 
of Minorities Outstanding 
Achievement A ward 
Kieu Hong 
Delta Sigma Pi Scholarship Key 
Mariano Espada 
Tomato Can Loving Cup Award 
Dan Smith 
MBA Awards 
Wall Street Journal Award 
Dennis Weaver 
MBA Field Project 
Team-of-the-Y ear A ward 
Michael Latz, Hai Nguyen, 
Melanie Schneider, Monet Wong; 
for a project for Cascade Medical, 
Inc.; the advisor was Professor 
William Rudelius 
Graduating students on North-
rop Mall, with the globe built as 
part of IT's "Build a World" pro-
ject in the background. 
Carlson Executive 
MBA students travel 
to Budapest 
The Carlson Executive MBA 
(CEMBA) Program second-year 
students traveled to Budapest, 
Hungary, in April for the pro-
gram's first international resi-
dency, as part of the "International 
Business" course in the final quar-
ter of the program. 
CEMBA is an MBA program 
for professionals with at least 
eight years of experience. It meets 
Fridays and Saturdays, on alter-
nating weekends, for two years. 
The international residency 
was designed to provide a first-
hand look at how business is con-
ducted in international contexts. 
Students explored opportunities 
for American business in Eastern 
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Europe, and they experienced a 
new culture in a charming Euro-
pean city. 
"We arranged visits with a 
variety of organizations and had 
discussions with business and 
government leaders," said 
Kathryn Carlson, associate direc-
tor of CEMBA. "We wanted to 
give students exposure to a wide 
variety of organizations and to the 
inner workings of a country in 
transition to a market economy." 
The group visited the Hungarian 
National Bank, the Hungarian 
Stock Exchange, the Budapest 
University of Economic Sciences, 
the Danube Steel Mill, WESTEL 
(the joint venture with U S WEST 
and the Hungarian Telephone 
Company), the Budapest Chil-
dren 's Hospital, the Suzuki plant 
in Estergom, the Kesztolc Agri-
cultural Cooperative and the 
Goetz Doll Factory. 
Before leaving, the students 
prepared and sent questions and 
topics for discussion to organiza-
tional and government leaders. 
Topics covered included the struc-
ture of the banking system, fiscal 
convertibility, credit policies, the 
education system and its philoso-
phy, labor policies, privatization, 
joint ventures between cultures, 
marketing strategies, technology 
transfer, financing, the reorganiza-
tion of the health care system, the 
government's role in food produc-
tion, distribution, total quality 
management and competition. 
For Dan Whitlock, '93 
CEMBA, a physician and the 
medical director at Minneapolis 
Children's Hospital, the trip "was 
a superbly integrative learning 
experience. It was intriguing to 
witness the efforts needed to 
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tackle some of the problems 
brought about by communism. I 
certainly developed an empathy 
with the Hungarian people 
through this exposure to their rich 
history and deep faith." 
Jack Scheetz, senior consultant 
at IBM Corporation, echoed those 
thoughts and added, "The diver-
sity of businesses we visited pro-
vided a perfect balance for under-
standing the cultural, political and 
economic forces affecting compa-
nies in the rapidly changing Cen-
tral European marketplace." 
The 1994 CEMBA interna-
tional residency will again be held 
in Budapest. 
MBA refresher 
program to be 
oHered 
The Carlson School Executive 
Development Center is launching 
a new "MBA refresher" program 
this fall designed exclusively for 
people who hold an MBA degree 
and have several years of business 
experience. Called The Advan-
tage Program, the two-part course 
will provide participants with an 
intense, substantive update, cover-
ing critical business topics that 
have emerged in the past few 
years and that are having an 
impact on the future success of 
businesses. 
The course will also strengthen 
students' strategic management 
skills with the aid of a computer 
simulation of a multidivisional, 
global company. Participants will 
use the model to confront issues 
of leadership, coordination, team 
conflict, communication and 
strategic decision-making as they 
would occur in a real-world situa-
tion. 
The func~ional areas of strat-
egy, finance, marketing and oper-
ations will be covered in the pro-
gram, as will topics such as inter-
national business, leadership, 
ethics and change management. 
The Advantage Program features 
top faculty from the Carlson 
School. 
Module One of the program 
runs November ll-13, 1993; 
Module Two is December 9-11. 
A $2,200 registration fee covers 
tuition, course materials and 
meals. 
For mor~ information, call 
the Executiv!! Development Cen-
ter at 612-624-2545. 
Career Services 
Center is new name 
of placement oHice 
The Career Planning and Place-
ment Office has changed its name 
to the Career Services Center to 
reflect its broader mission of 
assisting students in preparing for 
their careers, and its mission of 
service to employers. "With 
today's tight job market, we have 
increased ou{ assistance to stu-
dents in helping them plan and 
prepare for their careers and for 
the job search," commented 
Career Services Director Jan 
Windmeier. "At the same time, 
employers are trying to cut the 
cost of traveling to campuses to 
recruit, and we are developing 
new ways to help them. Changing 
the name of our office reflects the 
new realities of the job market." 
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and other 
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here for your 
information 
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New faculty 
Fred Davis will join the Department 
of Information and Decision Sciences 
as an associate professor with tenure. 
He is currently on the faculty at the 
University of Michigan. 
Also coming from the University of 
Michigan is Erhard Bruderer, who 
has accepted a position as assistant 
professor in Strategic Management 
and Organization. He is currently 
working on doctoral studies in corpo-
rate strategy. 
Abbas Kurawarwala is joining the 
Department of Operations and Man-
agement Science as an assistant pro-
fessor, coming from the University of 
Texas at Austin, where he is a post-
doctoral fellow in the Manufacturing 
Systems Center. 
Also joining Operations and Manage-
ment Science as a visiting professor 
is Valery Fedorov, who has been 
visiting professor in the Department 
of Applied Statistics at the University 
of Minnesota and was previously at 
the Academy of Sciences in Moscow. 
Promotion and 
tenure 
The following faculty promotion and 
tenure decisions were approved this 
spring: 
Cheri Ostroff, Industrial Relations, 
to associate professor with tenure. 
Michael Keane, Industrial Relations, 
to associate professor with tenure. 
Kevin McCabe, Accounting, granted 
tenure in rank. 
Michael Taaffe, Operations and 
Management Science, granted tenure 
in rank. 
Mary Nichols, Strategic Manage-
ment and Organization, to full pro-
fessor. 
Philip Bromiley, Strategic Manage-
ment and Organization, to full pro-
fessor. 
Deborah Roedder John, Marketing, 
to fu II professor. 
Terry Childers, Marketing, to full 
professor. 
Gerardine DeSanctis, Information 
and Decision Sciences, to full profes-
sor. 
Dennis Ahlburg, Industrial Rela-
tions, to full professor. 
Avner Ben-Ner, Industrial Relations, 
to full professor. 
Ravi Jagannathan, Finance, to full 
profes or. 
Teaching awards 
This year's recipients of teaching 
awards are: 
For excellence in 
undergraduate teaching 
Rajiv Banker 
Donald Bartlett 
Akshay Rao 
William Rudelius 
Ray Willis 
For excellence in MBA teaching 
Norman Bowie 
Laurent Jacque 
Inder Khosla 
Salvatore March 
Robert Schmidt 
The Herbie Award for teaching 
excellence in Industrial Relations 
Brian McCall 
The Green Eyeshade Award for 
teaching excellence in Accounting 
Jack Hughes 
The Curtis Cup A ward for 
outstanding teaching and service 
in the Carlson Executive 
MBA program 
Norman Bowie 
Arijit Mukherji 
New appointments 
Professor Christopher Nachtsheim 
was named chair of the Department 
of Operations and Management Sci-
ence. 
Professor Roger Schroeder was 
named director of the Quality Man-
agement Leadership Center. 
Andrew Van de Ven 
named to endowed 
chair in organiza-
tional innovation and 
change 
Professor Andrew Van de Yen, 
national expert on innovation, has 
been appointed to the recently cre-
ated Vernon H. Heath Endowed 
Chair of Organizational Innova-
tion and Change. This chair, 
Professor 
Andrew 
Van de Ven 
which is the 
only one of its 
kind at U.S. 
business 
schools, was 
named to 
honor the co-
founder, 
chairman and 
former CEO 
of Rosemount, 
Inc., a subsidiary of Emerson 
Electric Company (see page 31 for 
a profile of Vern Heath .) 
Van de Yen, professor of 
Strategic Management and Orga-
nization, has been director of the 
Minnesota Innovation Research 
Program, a 13-year study of 14 
different technological , product, 
process and administrative inno-
vations in both the public and pri-
vate sectors. The focus of the 
study, carried out by 15 professors 
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and 19 doctoral students, was the 
role of entrepreneurs inside major 
organizations. 
Research on the Management 
of Innovation: The Minnesota 
Studies (Harper & Row), pub-
lished in 1989, which Van de Yen 
co-authored, is widely read among 
innovation professionals and 
received an Honorable Mention 
by the American Association of 
Publishers and the Academy of 
Management. 
The mission of the Vernon 
Heath Chair is to enhance the 
development of new knowledge 
regarding organizational innova-
tion and change, and to provide 
leadership to the Carlson School 
in sustaining a program of 
research, teaching and serv ice 
activities in the management of 
innovation and change. It brings 
the number of endowed faculty 
positions at the Carlson School to 
24. The Carlson School ranks 
third in the number of endowed 
faculty positions among U.S. pub-
lic business schools. 
International 
Insurance Expert C. 
Arthur Williams, Jr., 
honored 
Carlson School Professor C. 
Arthur Williams, Jr., who retired 
this year, was honored at a recep-
tion as one of the country's fore-
most leaders in the insurance field 
and a pioneer in developing many 
of the basic concepts that have 
shaped today's insurance industry. 
Through his scholarship, Pro-
fessor Williams established a rep-
utation as one of the country's 
leading experts on insurance rate 
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making and regulation, worker 's 
compensation and social insur-
ance. His major contributions to 
insurance theory and practice 
include texts on employee bene-
fits , insurance and risk manage-
ment. He is the author of seven 
textbooks, all but one of which 
have been revised at least twice. 
His most notable textbook is Risk 
Management and Insurance, first 
published in 1964. The sixth edi-
tion was published in 1989. 
Professor Williams is also well 
known among insurance practi-
tioners for his consulting work at 
the state, national and interna-
tional levels. 
Professor Williams joined the 
University of Minnesota in 1952 
as assistant professor of econom-
ics and insurance. He became a 
full professor in 1958. He served 
as acting dean in 1970-71, associ-
ate dean in 1971-72 and dean, 
1972-78. 
Speaking at the reception hon-
oring Professor Williams were 
Edwin Overman, president emeri-
tus of the American Institute of 
CPCUs; Mario Bognanno, profes-
sor and director of the Industrial 
Relations Center; and Michael 
Houston, professor and Carlson 
School associate dean of Faculty. 
Other academic and insurance 
industry representatives also paid 
tribute to Professor Williams. 
Also at the reception , it was 
announced that the Minnesota 
Insurance Industry Chair would be 
renamed in honor of Professor 
Williams, to the C. Arthur 
Williams, Jr., Insurance Industry 
Chair. Professor Williams was 
named to the Minnesota Insurance 
Industry Chair in 1980. The chair 
is endowed through the contribu-
tions of The Saint Paul Compa-
nies, Lutherf. Brotherhood, Min-
nesota Mutual Life, Northwestern 
National Life, J.W. Crowther and 
MSI Insurance. 
George Benson 
leaves to take 
deanship 
Professor P. George Benson left 
the Carlson School in July to 
accept the position of Dean of the 
Faculty of 
Management 
at the Newark 
Campus of 
Rutgers, The 
State Univer-
sity of New 
Jersey. He is 
Professor P. responsible for 
George Benson the Graduate 
School of Management and the 
School of Management-Newark, a 
new upper-level undergraduate 
business unit. Professor Benson 
had been on the faculty at the 
Carlson School since 1977. We 
wish him the best of luck in his 
new position. 
At his retirement 
ceremony, Arthur 
Williams (center) 
talked to Carmen 
Ellingson, execu-
tive director of the 
Minnesota Chap-
ter of CPCUs; and 
to Edwin Over-
man, president 
emeritus of the 
American Institute 
of CPCUs. 
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NEWS 
From the Alumni 
Council chair 
by Dan Marcotte 
As many of us return from sum-
mer vacations and the new 1993-
94 class anticipates entering the 
Carlson School for the fall quar-
"Then and Now"-Dan Marcotte, '86 MBA 
Dan Marcotte, pictured "then" as a harried gradu-
ate student, and "now" in a relaxed moment with 
wife Julie and daughter Marielle, earned his MBA in 
the day program, concentrating in finance. Before 
entering the U, Dan had worked selling personal 
computers (none of the hardware manufacturers or 
software has survived!), and part time with the CPA 
Coaching Series at the University of Minnesota. 
After graduating, Dan joined the consulting staff at 
Peat Marwick and worked on a variety of financial 
management projects. He then joined Financial Plan-
ning and Analysis at Dayton Hudson Department 
Stores, where he worked on business planning and 
forecasting, major capital projects (including the 
acquisition of Marshall Fields) and other projects. 
After a brief stint in the recorded entertainment busi-
ness, Dan joined Dain Bosworth as manager of Trea-
sury Operations. Most recently, he has accepted a 
position with the Dain Bosworth Fixed Income Group 
as vice president/Research and Marketing manager. 
Dan joined the Carlson School Alumni Council in 
1988 as a volunteer for the Student Recruitment Com-
mittee. In 1991, while serving as co-chair with Jim 
Westerman, '89 MBA, the committee received the 
"Program Extraordinaire" award from the U of M 
Alumni Association. Dan is now entering the second 
of a two-year term as chair of the Carlson School 
Alumni Council. 
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ter, it seems appropriate for the 
Alumni Council to take stock and 
tell you about some of our recent 
developments and changes. 
Foremost, we've noticed how 
quickly years go by and how our 
University years stand out for so 
many of us as a momentary stay 
against the frenetic activity of 
everyday working and living. 
While the rest of our lives have 
their watershed years, none per-
haps seem as formative and 
deeply rooted as those we spent at 
the Carlson School. 
Meeting new people and earn-
ing a degree at a top-ranked uni-
versity is one of our great sources 
of pride and accomplishment. The 
Carlson degree signalled that we 
were on our way in the world, had 
achieved a worthy goal, and had 
made associations with many 
memorable people. 
University years for most of us 
stand out as special-and right-
fully so. And as the Carlson 
School's fortunes rise along with 
our own, we often find ourselves 
looking into the past as well as the 
future. The guy in the back row in 
the 1980s who was adamant about 
leveraged buyouts and pushed the 
professor into a spirited 
exchange-whatever happened to 
him? The woman executive who 
first brought up the term "glass 
ceiling," a term you may have 
never heard before, where is she 
now? 
Where are you now? 
As you can see from our "then 
and now" pictures, we've come a 
long way since our University 
days, but, of course, it is impossi-
ble to forget them-and they 
become especially meaningful 
when you keep in touch with the 
school. You're invited to do 
exactly that by sending us your 
class notes. Tell us about yourself, 
your career and your family. Also, 
include a photo of yourself from 
your Carlson School days and one 
as you are now, and all of us will 
enjoy seeing each other again. Use 
the business reply envelope pro-
vided, or use one of your own and 
enclose a return envelope so that 
we may return your photos to you. 
One of the Council's primary 
goals is to keep our ties strong, 
not only in the service of nostal-
gia, but also as a way of develop-
ing new opportunities for meeting 
people and exchanging ideas. 
That's just like the good old 
days-but with a twist. Today 
we're determined to do even more 
than ever to promote the school by 
reestablishing our common 
ground and working toward the 
future. 
And the future looks more 
promising than ever. The Carlson 
School has completed its strategic 
plan and we'll do one of our own 
to match it so that we work in 
concert to help the nation realize 
how deserving our school is of 
moving up-way up-in the 
national rankings. Dave Jones, '61 
BSB, '70 MBA and Alumni 
Council vice-chair, will be leading 
this effort. 
We've already begun this 
process through our efforts at pro-
viding mentorship and placement 
opportunities for new graduates, 
successfully promoting the "First 
Tuesday" series of luncheons fea-
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turing prominent local business 
people, and planning a nationally 
prominent speaker series. 
You're invited to be part of our 
efforts . The Council is just getting 
under way on our strategic plan , 
and we're looking for input from 
past members and also from any 
alumni who would like to con-
tribute their ideas about how the 
Council can better serve them. 
Better yet, join the Alumni 
Council! If you are interested in 
volunteering to serve on Counc il 
committees such as Career Advi-
sory, Alumni Programs, Ann ual 
Fund, Annual Event, Student 
Recruitment, or the International 
Forum, please contact Cheryl at 
612-625-1556. 
Last but certainly not least, a 
big thanks to all 1992-93 Co unci I 
members listed on this page for 
their contributions! 
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1992-93 Alumni Council 
members and volunteers 
Thank you to the following 
members of the Alumni Counci l 
who served during the last year. 
Dan Marcotte, '86 MBA, chair 
C. David Jones, '61 BSB, '70 
MBA, vice chair 
Bill Poppert, '86 MBA, Fiscal 
Officer 
Elizabeth Abraham, '81 MBA, 
member 
John Bergstrom, '85 MBA, Uni-
versity of Minnesota Alumni 
Association National Board 
Representative 
Greg Erickson, '82 BSB, co-chair, 
Alumni Programs Committee 
Barbara Langmack, '91 MBA, co-
chair, Alumni Programs Com-
mittee 
Melissa Lindholm, '90 MBA, co-
chair, Career Advisory 
Committee 
Karen McLaughlin, '90 MBA, co-
chair, Student Recruitment 
Comm ittee 
Alex Piper, ' 91 MBA, co-chair, 
Student Recruitment Commit-
tee 
Bob Osgood, '86 MBA, co-chair, 
Alumni Annual Event 
Committee 
Carol Rossman , ' 90 MBA, co-
chair, Alumni Annual Event 
Committee 
Larry Schoenfeld, '90 MBA, co-
chair, Annual Fund Committee 
Bill Seefert, ' 89 MBA, chair, 
Communications/Marketing 
Committee 
Mike Sorensen, '81 BSB, co-
chair, Career Advisory 
Committee 
Kim Swanson, ' 90 CEMBA, 
CEMBA representative 
"Then and Now" -c. David 
Jones, CPC, '6 J 858, '70 MBA 
Dave Jones, vice chair of the 
Carlson School Alumni Council, 
above, in 1970 and, below, in 
1990, earned his MBA in the 
evening program. When he 
entered the program he was 
working for the Kroger Co. as a 
supermarket manager in St. Paul. 
While in the MBA program, he 
also worked as a store supervi-
sor and as advertising manager 
for both the Minnesota and Wis-
consin divisions of Kroger. 
After receiving his MBA, Jones 
became president and general 
manager of Roth Young Personnel Services, a Twin 
Cities search firm. In 1986 he joined the Minnesota 
North Stars hockey team as vice president of Sales 
and Marketing. 
In 1988 Jones joined Personnel Decisions, Inc. 
(PDI) as a senior consultant in career counseling, 
career development, organizational development 
and training. In addition, he is studying for his PhD in 
Training and Development at the Univer~ity of Min-
nesota. 
Jones became involved in the Alumni Council in 
1985, serving on the Alumni in Small Business Com-
miHee. He was appointed to the Alumni Council Exec-
utive CommiHee in 1989 and was elected to Vice 
Chair in 1992. 
Dale Weeks, '72 MBA, chair, 
International Forum 
Committee 
James Westem1an, '89 MBA, 
member 
Colleen Wheeler, '86, co-chair, 
Annual Fund Committee 
Thanks also to the many other 
alumni comrnittee members and 
volunteers who contributed their 
time and talent during the year! 
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U 5 West reception: 
On the town 
A lot of networking has been 
going on among Carlson School 
alumni, at corporate alumni break-
fasts and at the increasingly popu-
lar "First Tuesday" alumni lun-
cheons. These must attend events 
are bringing Carlson School 
alumni together as never before. 
1. Prof. Carl Adams; Kathleen Howson, '92 MMI, 
Staffing mgr.; Jeff Yews, '74 BSB, '90 MBA, mgr., 
Business & Government Services 
2. David Moy, '90 MBA, mgr., Network Technology 
Services; Arthur Green, '89 MBA, mgr., Network. 
Technical Services; Terri Enrico, '93 MMI, mgr., Um-
versity Relations 
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SupervaJu reception: 
3. Sandra Larson, '80 U of MN, 
mgr., Food Management 
lnfor. System; Dean David 
Kidwell 
Arthur Andersen reception: 
4. Pat O'Halloran, '83 MBA, 
Assoc. Partner, Andersen 
Consulting 
3M reception: 
S. Prof. Ken Roering, Drew 
Davis, Staff V.P., Corp. Mar-
keting and Development 
Coor.; Chris Boros, '90 MBA, 
Distributor Development 
Coor. 
6. Robert Manke, '72 BSB, 
Group Controller; Grant Cam-
pony, '92 MBA, Advanced · 
Product Accountant; Profes-
sors Jane Saly and Glen 
Berryman 
IDS reception: 
7. Melissa Cusick, '93 BSB, 
Accountant 
8. Dave Otto, '68 BSB, dir., Life 
Financial Systems 
Meeting you where you 
work 
Alumni breakfast meetings at 
local corporations are bringing 
Carlson School alumni out of the 
woodwork! People who pass each 
other every day in the hall but 
never knew they were fellow Carl-
son School graduates are making 
the connection through receptions 
at Arthur Andersen, Super Valu, 
US West, 3M and IDS. 
Attending these get-togethers 
from the Carlson School are staff 
and faculty favorites-Dean 
David Kidwell, Career Services 
Director Jan Windmeier, Profes-
sors Carl Adams, Glen Berryman, 
Ken Roering and others. The pro-
gram typically consists of a wel-
come by the host company's 
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CEO, an update on the school by 
Dean Kidwell and plenty of time 
for socializing. 
More corporate alumni recep-
tions are being planned, so we 
hope to see you soon where you 
work. [f you'd I ike to sponsor a 
breakfast at your organization, 
please call Cheryl Jones at 612-
625-1556. 
First Tuesday luncheons 
are the place to show your 
face 
More alumni are coming every 
month to hear featured speakers 
and have lunch with prominent 
business leaders and friends at the 
Carlson School First Tuesday 
Luncheon Series, sponsored by 
the Alumni Council. 
Hot topics such as Northwest 
Airlines' possible bankruptcy, the 
former Minnesota North Stars 
hockey team, and franchising have 
been featured. Speakers have 
included executives Mike Sulli-
van, CEO of International Dairy 
Queen; Dorothy Dolphin, chair of 
the Dolphin Group; Dave Mona, 
CEO of Mona Meyer McGrath & 
Gavin; and Paul Combs, senior 
vice president and director of 
Research at Dain Bosworth. The 
February program featured two 
faculty members whose prophetic 
insights foretold the progression 
of events at Northwest Airlines 
that unfolded this spring and 
summer. 
"First Tuesdays" are held the 
first Tuesday of every month at 
the Radisson Hotel Metrodome (in 
Stadium Village), at II :30 a.m. 
The cost is $15 per person, which 
includes lunch and parking. Reser-
vations are requested by calling 
(6I2) 626-9510. 
Hope to see you there! 
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1. Tom Supel, '69 PhD (CLA), 
Federal Reserve Bank of Min-
neapolis; Ken Hallberg, '67 
MBA, manager at 3M; Jim 
Rustad, '72 MBA, manager at 
Dain Bosworth 
2. Suzanne Heimbuch, '81 BSB, 
manager at Metropolitan 
Financial Corp; Tom Speltz, 
'SO BSB 
3. Jim Cook, '70 BSB, '80 MBA 
4. Kevin Sullivan, '76 BSB, 
accounting manager, Ernst & 
Young; Sally Kettle 
S. John Flottmeier, '88 BSB, 
investment analyst, Carlson 
Investment Group; Brenda 
Sallstrom, '91 MBA, Carlson 
Companies 
PHOTOS BY UNDA MCDONALD 
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To have your 
news Included 
in Class Notes, 
use the form 
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enclosed in 
this Issue of 
the Minnesota 
Management 
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C L A S S 
N 0 T E S 
'42 
Albert Brounstein, BSB, was fea-
tured in Bacchus Newsletter for hav-
ing established a vineyard and the 
Diamond Creek Winery, in the May-
acamas Range above the Napa Val-
ley, in Calif. Brounstein began his 
career as a pharmaceutical salesman 
in southern Calif. Later, he formed 
his own very successful distributor-
ship, flying his own airplane for sales 
calls, and accumulating 30 employ-
ees. He became interested in wines 
after a course in wine appreciation at 
UCLA. In 1967 Brounstein pur-
chased 80 acres in Diamond Moun-
tain Canyon, of which he developed 
20 acres into three vineyards. He 
sold the pharmaceutical distributor-
ship in I 970. The reputation of Dia-
mond Creek wines is such that the 
1990 Lake Vineyard vintage retailed 
at $200 per bottle, and the wines 
have commanded the top price in two 
of five recent Napa Auctions. 
'47 
Lawrence Johnson, BSB, chairs the 
Corporate, Real Estate and Banking 
Division of Barna, Guzy, and Stef-
fen, Ltd., at Coon Rapids, Minn. He 
practices in the areas of real estate 
and commercial financing transac-
tions. 
'48 
Professor Roland Salmonson, BSB, 
'49 MBA, received his PhD in 1956 
from the University of Michigan, and 
later joined the faculty at Michigan 
State University, reports his brother, 
Elwood Salmonson, '58 BSB. Pro-
fessor Salmonson had an outstanding 
career at MSU during which he 
authored or co-authored 20 textbooks 
and numerous articles. He was a 
1962 recipient of the Elijah Watt 
Sells A ward from the American Insti-
tute of CPAs for writing the top 
examination in the nation. Elwood 
Salmonson, who lives in Carmel, 
Calif., says he "never hesitates to tout 
the U of M in the Golden State." 
'53 
Clifford Alexander, BSB, retired in 
January after 20 years as president of 
Management Compensation Services, 
a division of Hewitt Associates. He 
continues to live in Scottsdale, Ariz., 
after moving the business there in 
1974. He enjoys spending time at 
their vacation home on Sanibel 
Island, Fla. 
'55 
Clinton Schroeder, BSB, has 
stepped down as chairman of 
Fairview Hospital and Healthcare 
Services after five years. He is a 
partner in the law firm of Gray, Plant, 
Mooty, Mooty, & Bennett, Minnea-
polis, and is a member of the Univer-
sity 's Presidents Club. 
'64 
Bob Kierlin, MBA, is the founder 
and president of Fastental Company, 
Winona, Minn ., which owns a chain 
of bolt-and-screw stores. Kierlin's 
company was highlighted as one of 
"the 200 Best Small Companies" in 
Forbes last winter. 
'66 
Charles Lawrence, BSB, has 
resigned as assistant vice president 
for Housing and Food Services at the 
University to become assistant direc-
tor of Finance and Administration at 
the Minnesota Historical Society, 
St. Paul. 
Richard Vogen, BSB, co-founder 
and president of Vocam Systems, 
Minneapolis, took part in a panel dis-
cussion for a CEMBA/MOT program 
on "Entrepreneurism in the '90s." 
'70 
Leonard Bluhm, BSB, '87 MBA, is 
chief financial officer at Cypress 
Energy Partners in Okeechobee, Fla. 
James Buckingham, BSB, is vice 
president of Western Sales fo r Law-
son Products, Inc. , Des Plaines, Ill. 
Bob Buuck, BSB, '72 MBA, was 
profiled in the business section of the 
Star Tribune in May. He recently 
retired as chair of American Medical 
Systems, a company he co-founded; 
and is now partner, Medical Innova-
tion Partners, in Minneapolis. He 
took part in a panel discussion for a 
CEMBA/MOT program on "Entre-
preneurism in the '90s." He joined 
the Carlson School Board of Over-
seers this year and was the com-
mencement speaker in June. 
Michael Tillemans, BSB, became 
vice president of Tri-State Insurance 
Company of Minnesota, in Luverne, 
Minn. , in I 991 . Previously he 
worked for 16 years with CIGNA 
Insurance Co., in Minneapolis. 
Michael is a Chartered Property and 
Casualty Underwriter. 
'72 
Mark Hughes, BSB, is working at 
National Interrent, in Minneapolis. 
Curtis Miller, BSB, is president and 
CEO of Micromedics, Inc. , Eagan, 
Minn. Founded in 1982, the com-
pany manufactures and markets a line 
of surgical products. 
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'73 
Jeanne Voight, BSB, '81 MBA, was 
featured in the November-December 
1992 issue of Minnesota. Voight 
manages a retail catalog operation 
specializing in products that stimu-
late the creative process-software, 
books, puzzles, games, and tapes-
for adults and children. She also 
develops and conducts creativity 
workshops for corporations. Voight 
was previously president of Broker-
age Services, a subsidiary of First 
Bank Systems. 
'74 
Joseph Lawver, BSB, '82 MAIR, 
has joined the law firm of Messerli & 
Kramer, Minneapolis, as a partner in 
the Business 
Law Depart-
ment. Prior to 
this, Lawver 
managed the 
law firm of 
Lawver& 
Associates, P.A. 
Lawver repre-
sents financial institutions and corpo-
rations in all aspects of equipment 
leasing, in secured and unsecured 
transactions. He was formerly an 
attorney with the law firm of Robert 
W. Junghans & Associates, P.A., and 
a personnel manager for the Barry 
Blower Division, Marley-Wylain 
Corporation, and Union Carbide. 
'75 
Maureen Steinwall, BSB, '81 MBA, 
president of Steinwall Inc., Min-
neapolis, took part in a 
CEMBA/MOT panel discussion of 
"Entrepreneurism in the '90s." 
Donald Warner, BSB, gave a pre-
sentation to the MBA Brown Bag 
Lunch group in April on his experi-
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Vernon Heath, '50 BSB 
Taking Rosemount to the moon 
When Vern Heath contracted polio in 1937, at age eight, his life took a 
tum for the worse-and, for the better-though it would take years of 
perseverance before that became evident. Because his physical activities 
were limited, he focused and excelled in other areas. "If I hadn't had 
polio, I'm sure I wouldn't be where I am today," Heath says. 
Heath is the founder, chairman and retired r-=•..,.---:-:::,---;:--"Vl"'ir"F;;:":-::----, 
CEO of Rosemount Inc., one of the world's 
largest manufacturers of precision control and 
measurement instruments, with I 0,000 
employees worldwide. 
Rosemount had its beginnings as an off-
shoot of the University's Aeronautical 
Research Laboratory, in December 1951, 
where Heath was business manager. Frank 
Werner, a PhD scientist at the lab, had devel-
oped a device for accurately measuring the 
outside hull temperature, which Heath says 
was "a very important measurement for 
improving jet aircraft performance." The 
device was so effective that the Air Force 
encouraged Werner to manufacture it. Werner 
invited Heath into the business that became 
Rosemount Inc., "because," Heath says mod-
estly, "I was the only business person around a lab filled with scientists." 
Heath jumped at the chance to start a business. "It was a dream," he 
says, even though it meant working many long hours since both men 
kept their day jobs at the lab. Heath joined Werner in the moonlighting 
venture and they set up in a chicken coop that had been converted into 
apartments. Little did they know that the business they'd hatched would 
one day be "flying the coop," its products headed for the moon. 
"For five years Rosemount flirted with disaster-and then we got a 
big boost when the Soviets launched Sputnik and NASA gave us a 
tremendous amount of business," Heath recalls. Rosemount's expertise 
in developing and manufacturing specialized equipment for the space 
race culminated in 1969, when Neil Armstrong stepped onto the lunar 
surface with Rosemount sensors in his spacesuit controlling his crucial 
life-support systems. "That mission's success," Heath says, "was one of 
Rosemount's proudest moments." 
To keep Rosemount's earnings in orbit, the company, under Heath's 
guidance, began to veer away from depending so heavily on government 
contracts. Today, it has 85 percent commercial and industrial sales, rang-
ing from single products to measurement and control systems so sophis-
ticated and complete that a power plant or a refmery, for example, "can 
be run nearly without human intervention." Heath also saw Rosemount 
through its 1976 merger with St. Louis-based Eme~son Electric. 
Now, after 23 years as chairman and CEO ofRqsemount, Heath plans 
to leave while he's still at the top of his game. He retired as CEO in 
1991, and will soon retire as chairman. But before he does, "the grand 
old man of China-Rosemount relationships" plans to finish negotiations 
between Rosemount and China for a joint venture in Shanghai. 
Considering his involvements on many profit and non-profit boards, 
such as the Sister Kenny Institute, the Courage Center, KTCA, United 
Way and the Carlson School Board of Overseers, he says that "retire-
ment is not any problem." He has, if anything, "too many interests." 
(by David Pink) 
Rosemount's 
founders (left to 
right) Robert Kep· 
pel, vice presi· 
dent; Vernon 
Heath, secre· 
tary /treasurer; 
and Frank 
Werner, presi· 
dent; outside the 
company's origi· 
nal headquar· 
ters-a converted 
chicken coop 
(1956 photo). 
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ence as the founder of the first China 
Mutual Fund. Warner is chairman of 
New Era Financial Group, Inc., 
Wayzata, Minn. 
'76 
Catherine Hapka, BSB, is vice pres-
ident of Advanced Communications 
Services at US West, Minneapolis. 
She was named among Business-
Week's "50 Top Women in Business" 
last year. 
'77 
Patricia Cummings, BSB, is a con-
tracts administrator for IBM in 
Omaha, Neb. 
Thomas Peterson, BSB, is a busi-
ness unit executive at IBM, Min-
neapolis. 
Sally Swanson, 
BSB, has joined 
ITT Consumer 
Financial Cor-
poration, Min-
neapolis, in the 
new position of 
vice president, 
Portfolio 
Acquisitions. Previously, Swanson 
served as vice president, Group Prod-
uct Manager at First Bank System. 
'78 
Edward Lauing, MBA, is president, 
CEO, and founder of Power Up! 
Software, based in San Mateo, Calif. 
He was at the Carlson School last 
winter when his company was fea-
tured in a case that Professor 
Richard Cardozo developed for his 
Entrepreneurial Studies class. 
Bill Pearson, MBA, is a marketing 
lecturer at the University of Wiscon-
sin. He was previously senior vice-
president of Marketing for TeleWest, 
a $900 million British cable TV and 
telecoms joint venture between U S 
West and TCl, based in London. 
Steve Wetzell, BSB, has been named 
executive director of the Business 
Health Care Action Group, Min-
neapolis. Wetzell was featured in the 
Star Tribune in March for his role in 
forming the 14-member coalition of 
varying industries and corporations 
dedicated to health care benefits 
reform. Previous to this, he was vice 
president for Benefits and Payroll for 
First Bank System, Minneapolis. 
'80 
Douglas Dolinsky, BSB, is an 
adminstrator at Anoka Good Samari-
tan Center. 
'81 
Sandra Sheehan, BSB, was recently 
promoted to finance manager of 
Research and Development at Alcon 
Laboratories in Fort Worth, Texas. 
She received her MBA from the Uni-
versity of Dallas in 1992. 
'82 
Jackie Currier, MBA, has been 
named vice president of corporate 
strategy at Northern States Power 
Co. , Minneapolis. 
Pat McCarthy, BSB, '89 MBA, is a 
financial analyst with Ecolab, Inc., in 
St. Paul. 
Kevin Cooper, BSB, is marketing 
manager in the Datamyte Division of 
Allen-Bradley, in Minnetonka, Minn. 
Ann .Rest, MBT, was named chair of 
the Minnesota House Tax Commit-
tee. Rest is a DP.. .. representative 
from New Hope, District 46A. 
'83 
Sally Schmidt, MBA, was the fea-
tured speaker at the New Zealand 
Law Society's Triennial Conference 
in Wellington, New Zealand, in 
March, on "How to Adopt and Imple-
ment a Client-Centered Approach to 
the Delivery of Legal Services." She 
is the first president of the National 
Law Firm Marketing Association, 
and president of Sally Schmidt Con-
sulting, Inc., in Burnsville, Minn. 
'84 
Greg Anderson, BSB, is a regional 
manager at the Illinois Credit Union 
System in Normal, Ill. 
Spiros Andronikakis, MBA, writes, 
"In July 1990, I left Ionian Bank, 
where I worked as a senior account 
officer for five years, and joined 
American Express Bank as a man-
ager in the Corporate Banking 
Department." Spiros is living in 
Athens, Greece. 
Carol Diesen Hipwell, BSB, is a tax 
manager with Ernst & Young in Lon-
don. She became a scuba diving 
instructor in 1992, and "married Nick 
Hipwell, a UK national." 
Paul Gam, BSB, is senior vice presi-
dent of U.S. Directives Corporation, 
Minneapolis. Gam was named chair-
man of the Executive Committee of 
the Minnesota World Trade Center's 
Board of Directors. The youngest 
member on the World Trade Center 
Board, Gam is also the first Asian-
American to be the head of the 
important Executive Committee. 
Kevin McCarthy, MBA, is a traffic 
manager at Grist Mill in Lakeville, 
Minn. He and his wife, Cindee, had 
a daughter, Caitlyn Joan, in January. 
Margaret Porcher, MBA, is direc-
tor of Information Systems Develop-
ment for Burlington Northern Rail-
road, St. Paul. 
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'85 
Michael Bromelkamp, MBA, last 
fall joined the firm of Olsen, Thielen 
& Co., Ltd., Certified Public Accoun-
tants and Consultants, with offices in 
St. Paul and Eden Prairie. 
Philip Hildebrandt, BSB, recently 
left the Prudential Capital Corpora-
tion to become vice president of Mar-
keting and Client Service for CSI 
Asset Management, a money man-
agement firm in Chicago. He and his 
wife, Carole, have an 18-month-old 
daughter named Dana. 
'86 
Todd Anderson, BSB, '87 MBA, 
received his JD degree from William 
Mitchell College of Law. Anderson 
works in the State of Minnesota 
Department of Human Services. He 
became a Certified Management 
Accountant (CMA) last fall, and 
plans to work in tax law. 
Richard Murphy, Jr., has been 
named chief operating officer of 
Murphy Warehouse Co., Minneapo-
lis, a privately held firm specializing 
in warehousing, distribution, packag-
ing and U.S. Customs trade zone ser-
vices. A February Star Tribune fea-
ture stated that before joining the 
family business in 1983, Murphy 
taught landscape architecture at the 
State University of New York in 
Syracuse. Murphy designed the 
sound barriers along the Interstate 
Highway 94 corridor in Brooklyn 
Center and Brooklyn Park. 
Nancy Ann Richardson, MBA, 
earned the designation of Certified 
Management Accountant, CMA, last 
fall. 
'87 
John Michael Eames, BSB, co-
founded Ecological Technologies of 
San Jose, Calif., in 1992. "EcoTech" 
MMR Summer 1993 
Harriet Peterson, '87 CEMBA 
Bringing popcorn to the former Soviet Union 
Harriet Peterson is becoming an American success story in the former 
Soviet Union (FSU) with Great American Popcorn . " I plan to be the 
MacDonald's of popcorn there," she says. 
One can hardly doubt it. Peterson, who never had a business course 
until attending the Carlson School , has followed an unusual career path 
that has taken her from teaching high school, to m~king airline reserva-
tions and running an airline marketing department, and ultimately to 
joining Radisson as a vice president of Marketing. 
She now has her own marketing company, and, 
among other things, sells popcorn machines and hybrid 
American popcorn to entrepreneurs in Russia, Ukraine, 
Georgia and Uzbekistan. She is in negotiations for dis-
tributors in the Baltics, in Belarus, Kazakhstan and Mon-
gol ia. "Ten years from now Great American Popcorn 
will be the big name in snack food in the former Soviet 
Union," she predicts . 
Both Peterson and popcorn have been received with 
enthusiasm in the FSU. " Popcorn was virtually unknown 
in Russia," says Peterson. "We had to teach them to eat 
it by the handful, not one kernel at a time." Press cover-
age has been extensive. "The product was so unique, 
they even videotaped the kernels popping out of the;: ket-
tle for the evening news," she says. 
As popcorn gains in popularity , Peterson has coped 
with the inevitable competition by vertically integrating 
her operation. She planted her first popcorn crop in southern Russia, in 
May, with assistance from a retired associate dean 6f Agriculture from 
the University of Minnesota, Deane Turner. She is now researching har-
vesting equipment and storage facilities and raising venture capital for a 
popcorn processing plant. 
"In order to stay competitive, we had to find a way to get our popcorn 
to market at a lower cost than exporting it from the U.S.," she said. 
"This is a long-term commitment to growth and quality products that 
wi ll see us planting thousands of acres and processing up to 20 million 
pounds of com annuall y within a few years." 
Whether working with entrepreneurs and distributors or state agen-
cies and joint venture partners, doing business in the FSU is seldom 
easy. It is extraordinarily difficult for any American businessperson-
particularly those new to the market-to stay focused there, Peterson 
says. "They need everything--canned food, clothing, cars, computers. It 
is tempting to try to undertake all opportunities." Nevertheless, she 
asserts, staying focused is key to being successful in the FSU. 
Russian business habits are very different from those of Americans. 
"There are continual communication difficulties," she explains. "Under 
the communist system, there was no reward-and possibly punish-
ment-for taking a position on anything. Therefore, to get the Russians 
to commit to a price quote or agree to contract term$ can take forever." 
Peterson carries a strong measure of humanitarian concern to the 
FSU. She plans to return some of her profits to the people, both to 
address women's health issues and to assist people in getting started in 
business. Peterson is often asked why she is working there. Her answer 
is simple: "If through my business commitment I can contribute to help-
ing stabilize the economy of the FSU, we will be that much closer to a 
stable, productive and peaceful world." (by Yvonne Pearson) 
Harriet Peterson, 
'87 CEMBA, 
began operating 
a franchise pop-
corn company in 
the former Soviet 
Union, and has 
now found herself 
involved in grow-
ing and process-
ing popcorn there 
to stay competi-
tive. 
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purchases used high-tech plastics for 
reprocessing and resale to semicon-
ductor manufacturers worldwide. 
Daniel Gilbert, PhD, has been pro-
moted to associate professor of Man-
agement with tenure at Bucknell Uni-
versity, Lewisburg, Penn. 
Jeffery Johnson, BSB, is a certified 
Real Property Law Specialist with 
Barna, Guzy & Steffen, Coon 
Rapids, and has served as chair of the 
Real Property Law Section of the 
Minnesota State Bar Association. 
Christina Kowalski, BSB, is a client 
service representative at Prudential 
Insurance Co., in Plymouth, Minn. 
Spence Morley, MBA, was recently 
featured in the New Venture Review. 
He is managing principal of Saint 
Paul Growth Ventures, a private ven-
ture partnership which participates as 
a start-up equity partner and is com-
mitted to building promising compa-
nies in the greater St. Paul area. 
Spence was 1993 chair of the Carlson 
First Tuesday Luncheon Series. 
'88 
Pablo Correa, MBA, is vice presi-
dent of Agricola Simmons, a new 
agribusiness ftrrn in Valdivia, Chile. 
Correa previously worked for two 
forest products companies, one an 
American fLrrn, and the other Japan-
ese. He was married in June 1990 to 
Teresa, a registered nurse. They 
have a two-year-old child, Pablito, 
and another baby was due in June. 
Correa reports that southern Chile is 
very similar to the Pacific Northwest, 
and that the salmon and oysters are 
wonderful. 
Shari Brandhoy, BSB, has been pro-
moted to programming analyst in 
Prudential 's North Central Group 
Operations in Minneapolis. 
Susan DuSchane, MBA, is vice 
president at Applied Intelligence 
Group, Alexandria, Va. 
Mark Nathe, BSB, is a senior under-
writer for The Saint Paul Companies. 
Daniel Patton, MBA, writes "after 
you hit 31, it 's time for a change. 
After several years as an investment 
banker at a private firm and for the 
last three years at Norwest Corp. , 
I've moved to the Corporate Trust 
area. More exciting, however, is the 
book I published this year-Roller-
Guide: The Complete Twin Cities & 
Greater Metro In-Line Skating 
Guide. It 's a highly successful book 
of 'Rollerblade' trails in this area." 
James Vos, 
MBA, was pro-
moted to senior 
associate at 
Tobin Real 
Estate Com-
pany, Min-
neapolis, last 
year. 
Jeffery Weirens, BSB, has left Price 
Waterhouse after four years to pursue 
his MBA at Cornell University's 
Johnson School of Management. 
'89 
Scott Becker, BSB, co-founded an 
auto/home audio-video sales and 
installation business in Lafayette, 
Ind., in 1992. 
Brian Hoelscher, BSB, received his 
JD degree from William Mitchell 
College of Law. Hoelscher will prac-
tice in litigation, real estate and bank-
ruptcy at Morris, Fuller and Seaver, 
P.A., Edina, Minn. 
Judith Lange, CEMBA, is product 
manager at Medtronic Bio Medicus, 
Eden Prairie, Minn. Lange was hon-
ored at the CEMBA winter alumni 
event for her 
continued ser-
vice and dedica-
tion to the 
CEMBA 
alumni group. 
She was one of 
the original 
CEMBA gradu-
ates who started the alumni group, 
which sponsors three educational 
events each year. 
Mark Noller, MBA, is a senior man-
ager at Ernst & Young, Minneapolis. 
Tom Schaff, BSB, is vice president 
of Marketing and New Business for 
Walker & Associates Advertising in 
Memphis, Tenn. The company is a 
27-year-old advertising, public rela-
tions, and political consulting 
agency. Previously, Tom was a 
Regional Marketing Manager at 
Hardee's. 
Kurt Stende, BSB, is a sales repre-
sentative of Kraft General Foods, 
Inc., and has transferred to its Eden 
Prairie, Minn., office after working 
three years in the south suburban area 
of Chicago. His work covers an area 
from Cambridge to Chanhassen, 
Minn., to Hudson, Wise. Kurt writes 
that he "got married June 12th [1992] 
to my college sweetheart, Lynette 
(Ohmacht) Stende, who graduated in 
March 1990, with an interior design 
degree from the College of Home 
Economics." Kurt enjoys playing 
summer hockey at Augsburg, in the 
Hockey North American League, and 
plans to play in the winter also. 
Jim Westerman, MBA, of Andersen 
Consulting, Minneapolis, spoke to an 
evening MBA operations manage-
ment class on MRP II software and 
trends in the manufacturing of 
software. 
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Revin Linder, BSB, is regional ana-
lyst at NCR Corporation, Minneapo-
lis. He was honored at the Carlson 
School's annual Business Day in 
April with the Recruiter of the Year 
Award. 
Asif Rizvi, MBA, is senior manager 
of Production and Engineering at 
Indus Motor Company Ltd ., in 
Karachi, Pakistan. He is responsible 
for setting up and starting production 
at the first Toyota plant in Pakistan. 
Brenda Lund, MBA, is a product 
supervisor at General Mills in Min-
neapolis. 
Jeff Wieland, BSB, is a property 
manager specializing in residential 
properties at Towncrest Manage-
ment, Minneapolis. 
'91 
Steven Hallblade, BSB, is a techni-
cal sales representative for MGS 
Machine Corporation, an engineering 
and manufacturing firm of packaging 
machinery in Minneapolis. Steven 
was married in October 1991 . 
'92 
Catherine Morgan Wicks, MBA, 
has married Paul Kibbe. Her name is 
now Catherine Morgan Kibbe, and 
she is living in Minneapolis. 
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Jim Wiest, '92 MS-MOT 
Steering an engineering career into management 
With more than two decades of experience as an engineer, Jim Wiest 
has found his career taking a new direction since graduating from the 
University's new Management of Technology (MqT) master's program, 
a program designed to help engineers and scientists broaden their tech-
nological base by developing diverse, more global management skills. 
With a bachelor's degree in engi-
neering, Wiest had worked as an engi-
neer at Honeywell for 24 years. Now, 
as the manager of supplier quality and 
packaging, he works within the com-
pany's total supply chain, working 
with Honeywell 's suppliers to help 
them improve the way they provide 
materials to the company. 
Wiest says the MOT program had a 
lot to do with the change in his career ~ 
path by expanding his skills in com- ;li 
munications, organization, account- ~ 
ing, finance and economics. "It gives you a broader picture of what the 
company is trying to accomplish," he explains. As a result, when the 
position in supplier quality opened up, he realized that it was a good fit 
for him. "I could see that this job had to do with a lot more than buying 
product. I understood that an engineering background and management 
ski ll s were required ." 
The total supply chain concept was being implemented when Wiest 
took the management position. The new approach helps Honeywell and 
its suppliers work in concert to ensure that consistently high quality sup-
plies are provided in the most cost-effective manner. Wiest' s department 
builds relationships with the suppliers, reviewing their quality manuals 
and process flow charts, visiting their facilities, hel~ing them understand 
Honeywell 's materials requirements. They create a Clialogue that results 
in improvements for Honeywell and the suppliers. 
Wiest found the two-year, intensive MOT program appealing 
because, when he decided to continue his education at 43 years of age, 
he wanted something he could move through quickly. " It's nice to get a 
broader picture of the company without going through a traditional day 
program," he comments. 
The MOT program was established in 1990 through the Center for 
the Development of Technological Leadership. The Carlson School par-
ticipates in the center, along with the Institute of Technology, the Col-
lege of Liberal Arts and the Hubert H. Humphrey Institute of Public 
Affairs. Many Carlson School faculty teach in the MOT program, and 
Mary Nichols, associate dean for Academic Programs at the Carlson 
School , is co-director. The Center's director is Jack Shulman. 
The program design fits the needs of experienced professionals like 
Wiest very well. The classes, held for one full day each week on alter-
nate Fridays and Saturdays, allow students to contin,ue in their jobs. 
The program is designed to be very convenient, but it is not easy. 
Wiest reports that he put in a minimum of 20 to 30 hours per week in 
addition to his job. " I defmitely had to have the support of my family," 
he says, "because of the demands put on their time. Enrolling in the pro-
gram provided a good, positive example for my two teenaged daughters . 
They saw that education isn't something you do one time and then walk 
away from." (by Yvonne Pearson) 
Jim Wiest, man-
ager of supplier 
quality and pack-
aging at Honey-
well, was a mem· 
ber of the first 
graduating class 
of the Master's of 
Management of 
Technology pro· 
gram, offered by 
the Center for the 
Development of 
Technological 
Leadership, in 
which the Carlson 
School is a major 
participant. He 
said the degree 
was instrumental 
in broadening his 
skills, enabling 
him to move from 
engineering into 
management. 
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Welcome to new 
Presidents Club 
members 
The Carlson School is proud to 
announce the following new 
members of the Carlson School 
chapter of the University of Min-
nesota Presidents Club. 
Mr. and Mrs. Gerald E. 
Anderson. Gerald Anderson, '52, 
is retired president and CEO of 
Commonwealth Energy Systems 
Inc. , Cambridge, Mass. Their gift 
is designated to the Accounting 
Department. 
Randel S. Carlock, '83 MBA, 
is chairman of Audio King and 
assistant professor and director of 
the Institute for Family Business 
at the University of St. Thomas. 
Carlock, who also holds a PhD in 
Education from the University of 
Minnesota, has designated his gift 
to improving teaching. 
Mr. and Mrs. Richard Ellis 
DuPuy, Sr. have established the 
(Richard) Ellis DuPuy, Jr. Fellow-
ship in Strategic Management in 
memory of their son. Ellis began 
in the PhD in Business Adminis-
tration program in the fall of 1991 
and was one of the school's most 
promising PhD students. He 
passed away in November 1992 of 
hemachromatosis, a rare genetic 
blood disease. By establishing the 
fellowship, his parents wish to 
benefit other young scholars who 
share in the intellectual and social 
bonds characteristic of a commu-
nity of scholars. 
Dennis Nelson and Barbara 
Franta. Dennis Nelson, '77 BSB-
Accounting, '81 MBT, is a partner 
at KPMG Peat Marwick and 
taught in the Carlson School's 
MBT program as an adjunct fac-
ulty member for 9 years. His gift 
is designated to support the Lexis 
database of revenue rulings and 
regulations, which is used by 
Carlson School MBT students. 
Larry J. Hinman, '58, has 
pledged a charitable remainder 
trust to the Carlson School. He is 
a retired vice president from UPS. 
Mr. and Mrs. Marvin John-
son have joined with a charitable 
remainder unitrust. Marvin, '57 
BSB, is retired manager of 
Employee Relations at Abbott 
Laboratories, in Illinois. They 
now live in Missouri. 
Kenneth Simon, '47 BBA, 
BME, is chair emeritus of Air 
Conditioning Company Inc. , 
based in Glendale, Calif., and was 
chairman, president and CEO of 
the company from 1966-1985. His 
gift is split between the Carlson 
School and the Institute of Tech-
nology. 
Presidents Club members con-
tribute at least $1,000 a year for 
ten years, or give a minimum 
deferred gift of $25,000. Members 
receive a plaque in recognition of 
their gifts and their names are 
inscribed on a plaque in the lobby 
of Northrop Auditorium. They are 
recognized throughout the year at 
special University of Minnesota 
and Carlson School Presidents 
Club events. 
Thank you and congratulations 
to our new members. 
Alumni 
Entrepreneurs 
Group 
The Carlson School Alumni Rela-
tions Office is interested in identi-
fying alumni who are interested in 
taking part in an entrepreneurs net-
working group. Please call (612) 
626-9510 with your name, address 
and telephone number. 
We regret the 
passing of the 
following alumni 
Valard Lufi, '30 BSB, died in 
February 1993. Val was an 
active member of Alpha Kappa 
Psi since 1928. His strong sup-
port of the Alpha Kappa Psi 
scholarship program was well 
known, and almost $3000 was 
given to that fund in memory of 
Val. He was also a member of 
the University of Minnesota Pres-
idents Club. 
William Cook, '48 BSB, has 
passed away. He was the former 
chairman, president and CEO of 
Union Pacific, and was a member 
of the University of Minnesota 
Presidents Club. 
Jack Cipra, '53 BSB, died 
December 22, 1992. He was a 
partner with Arthur Andersen & 
Co., in Calif., and was a member 
of the University of Minnesota 
Presidents Club. 
Cris Nystrom, '76 BSB, passed 
away June 26th. He was a past 
recipient of the Watts Award for 
CPAs. 
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CALENDAR 
0 c T 0 B E R Executive 
Breakfast with the Experts, sponsored by the Employer Education Service of the Labor 
Industrial Rela tions Center. Daniel Hoffm an wi ll present "Peer Group Resolution." 8:00- Relations 
9:15 a.m. Humphrey Dining Room. $12. Reservations, 624-5525. Residence 
s Carlson First Tuesday Luncheon, sponsored by the Alumni Counci l, featuring Program 
McKinley Boston, director of Men's Athletics, U of M. I I :30 a.m.- ! :00 p.m. Radisson A new, weeklong 
Hotel Metrodome. $15 (includes parking). Reservations, 626-9510. program on negoti -
ating and adminis-
20 Managing Mergers and Acquisitions Discussion Group, sponsored by the Strategic tering the labor 
Management Research Center. Ron Schiferl, KPMG Peat Marwick, is the speaker. 7:30- contract, for 
10:00 a.m. This group is open to practitioners who are interested in attending regularly. 
sen ior-level labor 
For reservations, call 624-0226 or 624-7537. 
relations profes-
24-29 The fall session of the Minnesota Management Academy focuses on general sionals nation all y. 
management and is targeted to newer managers. Applications are available from the 
November 7-12, Executive Development Center. Information. 624-2545. 
1 993 and March 
N 0 v E M B E R 20-25, 1994 
2 The 15th Annual Industrial Relations Institute will address "HR ·s Role in Redesigning Radisson Hotel 
the Organization for Competitiveness in the '90s." Holiday lnn-Metrodome, Minneapolis. and Conference 
8:00 a.m.-4:30p.m. Registration, 624-2500. Center, an execu-
tive meeting and 
2 Carlson First Tuesday Luncheon. Speaker to be announced. II :30 a.m. $15 (includes recreational facil -
parking). Call 625-1556 for more information. ity, Plymouth , 
Minnesota. 
s Breakfast with the Experts, sponsored by the Employer Education Service of the 
Industrial Relations Center. Jane Wilger will speak on "Business Etiquette in Today's For further infor-
Workplace." 8:00-9:15 a.m. Humphrey Dining Room, Sl2. Reservations, 624-5525. 
mation call: 
11·13 The Advantage Program, Part I. sponsored by the Executive Development Center. James Beaton at 
Part II will be held Dec. 9-11. This "MBA refresher" program is designed exclusively for 612-624-5525 or 
people who hold an MBA degree and have several years of business experience. (See page 1-800-333-3378 
23 .) Information, 624-2545. 
D E c E M B E R 
Managing Mergers and Acquisitions Discussion Group, sponsored by the Strategic 
Management Research Center. 7:30-10:00 a.m. Call 624-0226 for more information. 
2 Carlson First Tuesday Luncheon. Speaker to be announced. II :30 a.m. $15 (includes 
parking). Call 625-1556 for more information. 
3 Breakfast with the Experts, sponsored by the Employer Education Service of the 
Industrial Relations Center. Louellen Essex will speak on "Applied Strategies for Team 
Building.'' 8:00-9:15 a.m. Humphrey Dining Room. $12. Reservations, 624-5525. 
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ADDRESS CORRECTION REQUESTED 
Carlson School chosen to host national 
minority summer business institute 
The Carlson School was chosen this year as one of II national sites by 
the Minority Youth Business Institute to participate in the Leadership, 
Education and Development (LEAD) Program in Business, in partner-
ship with General Mill s, Dayton Hudson and Cargill. In July , the school 
hosted 31 high school seniors of color from across the U.S., including 
four from Minnesota, and from Puerto Rico, to introduce them to the 
world of business. 
The curriculum consisted of classroom instruction by Carlson School 
and other university faculty and by executives from our corporate spon-
sors. Students also participated in many off-site visits and experiential 
learning activities in the community. For example, students toured Day-
ton Hudson's distribution center (top photo), spent an afternoon at Gen-
eral Mills (below, left) and were invited to dinner and a tour of the 
"executive mansion" at Cargill (below, right). Community service pro-
jects and a number of social activities, such as a Twins Baseball game 
and a cruise on Lake Minnetonka, were also part of the program. 
The goals of LEAD are to encourage minority students to pursue 
business careers and to offer corporations an expanded pool of qualified 
minority candidates. 
The co-directors of the program at the Carlson School are Associate 
Dean of Academic Programs Mary Nichols and Undergraduate Studies 
Director Gerald Rinehart. 
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